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The finest, pump ever Vo bear 
The name FDO K 


ECONOMY 
Provides a simpler design - 


quieter operation; easier pumping 
of high volatile fuels; more pump- 




















ing capacity with less r. p.m. and 
less wattage; and the easiest ac- 
cessibility of any pump on the 
market. These add up to lower 
operating cost and longer trouble- 


free service. 









ERIE METER SYSTEMS, INC. 


ERIE, PENNSYLVANIA 
canes: * > 
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13 feetlBE hose outside of Pump, 
d and retrieved. 


Only the highlights are listed above. Ask ERIE’s new line includes 8 mod- 
for new bulletin 1498 for the complete story els; standard and heavy-duty pumps 
on the new ERIE Gasoline Pump line. and remote control dispensers. 
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First TO MOTORIZE GASOLINE Pumpc 











How to squeeze 31 years’ experience 
into 21 minutes 


We have yet to find an oil-company executive who doesn’t put the safety of the 
people in his plant above every other consideration. And this, in large part, 
explains the remarkable safety record of the industry. 

As part of the petroleum industry, we’ve shared this concern for employee 
safety for more than 31 years. To help you teach your employees how to handle 
“Ethyl” antiknock compound, we’ve developed demonstrations, live shows, 
charts, booklets, and other educational aids. 

Now, with the expansion of the petroleum industry, the need for training new 
employees has so increased that we have streamlined and expanded our safety 
program. The core of our new program is a series of five unforgettable “how-to” 
movies. Each film will squeeze into approximately twenty-one minutes all the 
things we have learned about the various phases of safety. 

The first film of the program—a color animation—covers the operation of a 
mixing plant. Since its release some months ago, it has become an important 
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How to squeeze 31 years’ experience into 21 minutes 


(Continued from preceding page) 


part in the personnel training of many companies. Our second film, entitled 
“Safety Precautions and Medical Regulations,” is also in color and will be ready 
for release shortly. 

Any of our safety engineers will welcome the opportunity of discussing with 
you how these films may be fitted into your own safety program. More films are 
planned for the future—each to run about the same length of time and each to 
cover a different phase of working with “Ethyl” antiknock compound. 

To our way of thinking, safety service is one of the most important services 
we render our customers. Every year brings a fresh crop of young, inexperienced 
workers who must be taught to believe in accident-proof methods. And, of 
course, the interest of the experienced workers in playing it safe must be main- 
tained at all costs. 

We share with the petroleum industry the firm conviction that people are its 
greatest investment. We are confident that our new training tools will enable 
our safety engineers to assist you in doing an even better job of protecting that 
investment in the future. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


More than 15,000 gasoline samples are 
tested at Ethyl’s five gasoline testing lab- 
oratories each year to furnish refiners 
with accurate gasoline quality reports. 





Ethyl’s national advertisements promot- 
ing your best gasoline are consistently 
among the best-read advertisements in 
the magazines in which they appear! 





The “all weather” room at Ethyl’s Detroit 
Research Laboratories can duplicate near- 
ly any temperature, humidity and wind 
condition encountered in car operation. 


Ethyl service is backed by 31 years of antiknock experience 





















Fram fantoms 
Strike again 
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Your dealers will win $5.00 spot cash if they suggest 
an oil, air, fuel or water filter installation or filter 
replacement to a Fram Fantom. 


FRaAM Fantoms are another example of the 
tremendous advertising and merchandising programs 
that build sales and profits for Fram Dealers 
everywhere! Remember, more motorists know and 
ask for Fram than any other brand. And more cars 
are equipped with Fram than other filter. Ask 7 
for details of our attractive TBA proposition! s ae 







2a 
FRAM CORPORATION, Providence 16, R. |. = | war 
Fram Canada Ltd., Stratford, Ont. . 
° 
o 
, ’ 
Coming = " 
NEXT MONTH— F— 


OIL + AIR + FUEL + WATER 


FILTERS 


BIG FRAM 
BLITZ 







INVESTIGATE FRAM FOR YOUR TBA LINE! 
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Sinclair Dealers are 


Stepped-Up , 
alee Promotion / 


Sinclair Dealers are pumping more and more Sinclair Power-X Gasoline 
to more and more customers brought in by more and more of those 
hard-punching Power-X advertisements in over 400 newspapers. 


And now, Sinclair Dealers have still more sales-help—and it’s helping 
right where it helps most—at point-of-sale. 


It’s the stepped up Sinclair Power-X sales promotion material that 

Sinclair Dealers get free: big, four-color pole signs that sell night and day 
with vibrant Day-Glo...a magnificent 3-dimensional Power-X window 
display with electric flasher that pulls every eye to the “Power up with 
Power-X” sales theme . . . plus other window displays and counter material. 


How’d you like to have all this advertising and sales promotional effort 


helping you step ahead in the Sinclair parade? See your Sinclair Representative 
or write Sinclair Refining Company, 600 Fifth Avenue, New York 20, N.Y. 


Ask about the Sinclair TBA Franchise 


featuring Goodyear — the greatest name in rubber. 
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Petroleum Indicators 


Behind Our Headlines Supply and Demand 


The Industry 


When we started after a story on 
the McKales jobber operation in Seat- 
tle, we planned to concentrate on the 
training program. For one thing, we 
like to confine our stories to a single 
aspect. 


As we got into the benefits Mc- 
Kales derived from the training pro- 
gram, we had gotten such interesting 
and pertinent information that we de- 
cided to broaden the story. So, this is 
classified as a training story. But it 
also tells quite a bit about the philos- 
ophy of the late Earl McKale, one of 
the foremost jobbers the Pacific Coast 
has produced. 


Tom Wise, president of the com- 
pany, was the source of most of our 
information about Mr. McKale. Be- 
fore joining the McKales organization, 
Tom became a close personal friend 
of Mr. McKale while in charge of the 
Union Oil office that handled the Mc- 
Kales business. Mr. McKale _per- 
suaded Union Oil to let him talk to 
Tommy about joining the McKales 
firm. 


He did, and Tommy went with Mc- 
Kale early last year to prepare for his 
succession to the top spot. The move 
was timely. Tommy became president 
in July, and a few weeks later Mr. 
McKale died. 


Tommy was under much pressure 
learning the ropes and assuming top 
authority. Even so, one of the first 
things he did after joining McKales 
was to order NPN sent to his new 
office address. 


—Herbert A. Yocom 
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The Pure Oil Company’s new motor oils—High HP 

Purelube and Super Duty Purelube—are given the 

same proven protection that Pure Oil has been using 

for over 18 years: Tri-Sure* Closures on every drum. 
Pure Oil has demonstrated year after year that it 

pays to use proven methods of protection as well as 

proven methods of refining. Pure 

Oil—in the forefront of product 

development—is also high in the 

roster of shippers who prevent 

contamination of fine products, 

save thousands of gallons from 


PURE OIL 


protects 


its quality 


loss, and preserve the good will of customers by 
making Tri-Sure protection standard policy. 

Let Tri-Sure Closures—with their exclusive as- 
sembly of Flange, Plug and Seal— give your product 
perfect security, and give your customers another 
good reason for buying it. Play safe with every ship- 

ment — by specifying ‘‘Tri-Sure 
Closures” on every drum order. 


*The “Tri-Sure’’ Trademark is a mark of 
reliability backed by over 30 years 
serving industry. It tells your customers 
that genuine Tri-Sure Flanges (inserted 
with genuine Tri-Sure dies), Plugs and 
Seals have been used. 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Meter Precaution—Fuel oil jobbers in the liquid fer- 
tilzer business are advised to check with meter manufac- 
turers about the effects of fertilizer solution on individual 
meters. The advice comes from jobbers who have some 
experience. With the trend of fuel oil jobbers entering the 
water soluble fertilizer business to boost summer volume, 
operating problems have arisen. Some meter parts are 
adversely affected by the fertilizer solution. There are 
meters available which work equally well with fuel oil 
and fertilizer and can be substituted for present meters, 
if necessary. 
+ 


Another Additive Trend?—Since Shell introduced a 
regular-grade gasoline with its TCP additive last week, at 
least one other major refiner is considering the possibility 
of putting additive into its housebrand gasoline. The re- 
finer’s decision will be influenced by public reaction to 
Shell’s program in the 12 test areas, especially whether 
motorists will pay the extra half-cent charged for TCP 
regular. 


Jobbers Fight Ruling—Unless the action is rescinded, 
the Northwest Petroleum Assn. will sponsor a bill in the 
1955 legislature to outlaw a ruling of the Minnesota Rail- 
road and Warehouse Commission which prohibits a petro- 
leum transporter from buying his own gasoline needs from 
the people for whom he hauls. The commission held that 
such purchases constitute a “rebate” on the established 
hauling rates. But the association contends that the ruling 
is a slap at Independent jobbers. And that the commission 
has no authority to prohibit citizens from buying any- 
thing from anyone they want to. A member of the legis- 
lature already has volunteered to introduce a bill next 
year. Members of the association are being called upon 
to start informing their representatives what the ruling 
means to jobbers, their larger competitors and their local 
communities. Meanwhile, H. F. Horning, association sec- 
cretary, will continue meeting with the commission in an 
effort to get the decision reversed. 


Toll Roads in California?—Toll-road advocates are 
gathering support in California, but a definite campaign 
for them has not yet shaped up. Growing interest was 
evidenced by a conference last week in Berkeley, Calif., 
sponsored by the California State Chamber of Commerce 
for 250 business and civic leaders. Sentiment seemed to 
be divided this way: Investment bankers and underwriters 
favor toll roads; truckers are non-committal; while many 
other groups are satisfied with the state’s gasoline-tax 
financed highway construction plan, which has produced 
one of the finest networks in the country. 
im 


Premium Fad Hits Canada—Various phases of oil 
marketing in Canada have been affected by a booming 
trend in the use of premiums and prizes. One Canadian 
company is offering its dealers a table model radio, an 
electric shaver, a power drill and an assortment of other 
prizes. What for? Participating dealers earn points for 
good service and good housekeeping. 
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Jobber Finance Company—The Texas Petroleum Mar- 
keters Assn. may set up its own finance company. The 
association has a representative checking each prospective 
wholesaler and retail outlet in a five-city East Texas area 
considered as potential users of the plan. When the sur- 
vey is completed, final results will be tabulated, costs de- 
termined and a decision reached on forming the finance 
company. 

2 
Frantic Station-Building—In the interior of the Pa- 
cific Northwest, new station construction, described by 
marketers as being at the highest rate since the Korean 
War, threatens to create a situation for retailers. Four 
determined companies are moving in to woo the customers’ 
patronage—Carter Oil, Continental Oil, Phillips Petroleum 
and Utah Oil. Some marketers claim the station building 
is “frantic.” Adopting a conservation viewpoint, the doubt 
that even the brisk growth in that area will provide 
enough volume to justify all the outlets. They predict that 
a lot of dealers will fail in the next year—not necessarily 
the new ones. 

7 
Expand to Compete—Union Oil of California ignores 
claims by others that the present rate of station-building 
is creating a surplus retail capacity. Instead, Union asserts 
it must expand to meet stronger competitive conditions 
and to take advantage of population growth in its prin- 
cipal marketing area—the West Coast. Expansion will be 
centered on its major retail outlets. Present plans call for 
the addition of at least 450 stations to its system through 
distributorship arrangements, by building new stations and 
through rebuilding of selected older stations. 

* 
Octanes Handicapped Abroad—Some foreign coun- 
tries don’t have gasoline with higher octane rating because 
of peculiar local situations. When there are surpluses of 
national crops that yield products usable in gasoline, the 
oil companies in those countries are required to buy to 
cut down from surpluses. For example, in Cuba surplus 
sugar crops result in the manufacture of alcohol, which 
is sold to the oil industry for blending in gasoline. In 
France, it is the sugar beet, also yielding alcohol. And in 
Germany, benzine is manufactured and sold to the in- 
dustry. If it weren’t for these components, the octane 
content undoubtedly would be improved. 

. 
Barge vs. Pipe Line Fight—The betting in Washington 
is that the barge operators will be unsuccessful in their 
fight to prevent the conversion of the Texas Eastern Trans- 
mission Corp. “Little Inch” pipe line from gas to oil 
products. Because the government has urged more pipe 
line capacity from the Gulf to the East Coast, speculation 
is that monopoly charges won't be effective. Likewise, 
speculation is that the barge operators will have little 
luck in persuading the Federal Power Commission to 
block the conversion. FPC is concerned basically with 
the abandonment of service; Texas Eastern has reported 
arrangements for continuing authorized gas service despite 
the conversion. 


For more Ahead of the News 
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LESS SKIDDING 





PERMANENT SELF-SEAL 


535 


S-5-5-5 


A WARNING —NOT A BLOWOUT 





A special layer of gummy rubber in Miller Safety-Guard 
Imperial Tubeless Tires seals punctures permanently 
with no measurable loss of air. And Miller’s patented 
Blowout Shield takes the place of tubes. If severe 
impact damages cords, only a small leak occurs. The 
tire goes down slowly instead of blowing out. You 
have time for safe, controlled stopping. 


MILLER TUBELESS TIRES 





ILLER Tubeless Tires offer TBA marketers 
M some outstanding sales points. Heading 
the parade of features are greater safety and 
freedom from common tire troubles. 


And Miller Tires deliver bonus mileage ...a 
softer, more comfortable ride. They look good, 
too, with styling that blends neatly with the clean 
lines of today’s cars. 


Feature for feature, Miller Tubeless Tires match 
... and usually surpass... the best that competition 
can offer. From the sales point of view, a Miller 
Franchise makes you truly competitive. 


MILLER OFFERS MORE 


You'll appreciate the very definite advantages of 
a Miller Franchise that is especially tailored for 
oil companies. 


You geta protected territory so that the business 
you develop is entirely yours. Within this pro- 
tected territory, you can sell a complete line of 
passenger car, commercial and farm tires. 


You get a line that permits your dealers to 
meet competitive prices without giving away 
their profits. 


You get the backing of a vigorous merchandis- 
ing program that includes national area advertis- 
ing ... plus the continuing support of alert, 
experienced tire merchandisers and the foremost 
research facilities in the tire industry. 


INVESTIGATE NOW 


Now is the time to look into the profit possibilities of 
a Miller Franchise in your area. Write Dept. NM-8 
for complete story. Miller Rubber Company, a Division 
of The B. F. Goodrich Company, Akron, Ohio. 


CMI LLER 
Geaned to-the feaad TIRES 
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AHEAD OF THE NEWS 


High Level Institute—The jobber management insti- 
tute to be sponsored by the Connecticut Petroleum Assn. 
at Yale University in September will be at a higher level 
than those held by other jobbers groups, the organizers 
claim. They say the sessions will be more concentrated 
and will include evening programs and that sensitive 
problems will be dealt with. The institute, the first under- 
taken by the Connecticut group, will be limited to owners 
and partners in jobber organizations this year. 





Albany Seepage—Albany, N. Y., reports indicate that 
some fuel oil distributors there complain that seepage 
in fuel oil storage tanks has caused occasional customers 
to convert to natural gas. But there is some question 
whether this is a real problem or merely isolated cases. 
One report is that distributors have asked their sup- 
pliers to investigate the situation and the products. Sup- 
pliers tend to attribute the cases of leakage to depreciation. 
They speculated that tanks installed in Albany about the 
same time might be rusting now. 


Payoff on Promotion—A sustained promotion cam- 
paign, which has improved public acceptance of fuel oil 
in the Pacific Northwest, is designed to hold natural gas 
in an inferior position long after it comes on the market. 
The large-scale natural gas invasion is pending. Object 
of the promotion and advertising campaign, sponsored by 
fuel oil distributors, has been to combat the inevitable 
gas threat by strengthening fuel oil’s popularity. Accord- 
ing to the annual consumer analysis of the Seattle (Wash.) 
Times, domestic preference for heating oil is 83.0% 
this year, against 4.2% for gas (manufactured). That 
represents a steady improvement for oil, says the Oil Heat 
Institute of Washington. The trend: 1951, 78.0% for 
oil vs. 3.6% for gas; 1952, 79.7% vs. 4.1 %; 1953, 81.f% 
vs. 4.3%. “ 


“ 


NPN Staff 


Private-Brand Jobber Grows—The Sears Oil Co., 
Syracuse, N. Y., which distributes private-brand oil prod- 
ucts, is in the midst of an expansion program that will 
enhance the company’s size and scope. Completion of new 
storage will give it a total of 1 million bbl. capacity in 
Rome, Utica and Syracuse. A tanker terminal in Albany 
scheduled for completion next year will strengthen its 
operating facilities. 


Divorcement Issue Boils Up—Reports from Wash- 
ington that the Department of Justice will not push for 
marketing divorcement in its West Coast antitrust suit 
are more significant than a casual reading indicates. It 
may foreshadow a change in the goverment’s attitude. If 
DJ shelves its demand for divorcement, it will take the 
sting out of the original government action. For those 
who prepared the case, divorcement was deemed a most 
essential ruling in event the final judgment should favor 
the government. The Washington report met a chilly re- 
ception on the government's antitrust firing line in Los 
Angeles. The L.A. office refused to regard the DJ state- 
ment it opposed tire industry divorcement as having any 
bearing on the suit against the seven West Coast major 
oil companies. 


Premature Pipe Line—In the Pacific Northwest, there 
is some discussion among oil men that the Trans Moun- 
tain pipe line from Edmonton to Vancouver may be a 
little ahead of its time. It has an operating capacity of 
75,000 b/d but is carrying only 34,000 b/d. Because of 
the low tanker rates, crude oil from the Middle East can 
undersell Alberta crude in Puget Sound. The pipe line’s 
business can improve when two big refineries are com- 
pleted in that area, provided that Canadian crude oil is 
priced to compete with foreign crude. 
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140° heat never 
bothers this baby! 
U.S. Royal Curb Pump 
Hose can take 
desert heat 
without cracking.” 


In the California desert, where temperatures 
often hit 140°, even the lizards crack up. 
But never U.S. Royal Gasoline Hose. 
Under the broiling sun’s rays this hose, with 
its Neoprene covering, remains good as 
new. And it never cracks or stiffens up in 
the severe cold. 


Pump operators prefer this new curb pump 
hose to all others. It’s completely flexible 
and stays that way. Circular wire-woven, it 
can’t collapse, and the wire forms a static- 
eliminating contact between couplings. 
Approved by Underwriters’ Laboratories 
and equipped with the U.S. Giant® 
Compression Spring Coupling that gives 
longer hours of trouble-free service because 
of its special construction features. 


The up-to-date service station supply 
distributor has it— ask for it by name — 
U.S. Royal Curb Pump Hose. 


“U.S.” Research perfects it. 
“U.S.” Production builds it. 
U.S. Industry depends on it. 


U. S. ROYAL CURB PUMP HOSE isthe most flexible on the market ws 
UNITED STATES RUBBER COMPAN Y 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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WASHINGTON 


Choppy Seas Ahead for Tanker Program 


It looks on the surface as though 
Congress is coming down to the final 
wire in its drive to develop a modern 
fleet of tankers that could ease oil 
marketing and distribution problems 
in the event of another war. 

At this writing the program for con- 
struction of 20 high-speed, 25,000-ton 
tankers has cleared both chambers of 
Congress and was awaiting presiden- 
tial signature. The government would 
build five of these and private industry 
would build the other 15—to be char- 
tered to the Navy for 10 years at rates 
that would pay off two-thirds of the 
construction costs. 

Also a separate program for adding 
an additional 20 new tankers to the 
U. S. fleet has been agreed upon by 
both chambers and was awaiting the 
mere formality of final clearance be- 
fore going to the White House. This 
project involves the trading of 10-year 
old World War II tankers, that are 
rapidly becoming obsolete, for a credit 
from the government on construction 
costs of new tankers that might better 
be able to compete with stiff (lower- 
cost) foreign operators. 

But the tanker development pro- 
gram may not come off as smoothly 
as might be indicated on the surface. 
Congress may have done fine in set- 
ting up these two tanker programs but 
it may have erred in not being more 
specific as to how they should be ad- 
ministered. Already, some tanker op- 
erators are protesting that the pro- 
grams have to be used jointly in order 
to be effective, while the initial reac- 
tion from the Maritime Administra- 
tion is directly contrary—that 10-year 
old tankers cannot be traded in as 
partial payment on new tankers to be 
chartered to the Navy. 

The agency maintains that the in- 
tent of the trade-in program is to 
facilitate construction of vessels to be 
operated privately. They hold that 
each program should operate inde- 
pendently to provide for an addition 
to the U.S. fleet of 40 tankers, 20 
from each plan. To dove-tail the pro- 
gram might conceivably result in a 
total of only 20 tankers being built by 
private operators. 

Some tanker operators are protest- 
ing, however, that, unless trade-ins are 
permissible on new tankers to be char- 
tered to the Navy, there will be in- 
sufficient incentive to co-operate. They 
complain that the 10-year charters will 
cover only two-thirds of the construc- 
tion costs, with the government having 
an option to buy the vessels after that 


period at fair market or book value, 
whichever is lower. If the tanker mar- 
ket should be high at that time, the 
operator—who could find profitable 
business elsewhere—would have to re- 
lease the vessel at book value. Should 
a low market prevail after 10 years, 
the government probably would not 
want the tanker and the operator 
could not find any other business. 

This gimmick could make private 
operators very reluctant to invest 
that one-third of construction costs 
(or about $2.5 million a $7.5 million 
tanker )—unless, of course, they could 
utilize for that investment the aging 
T2 tankers now sitting idle. 

There probably will be quite a bit 
of tugging and hauling before the 
Maritime Administration and tanker 
operators resolve this problem. It may 
eventually be necessary for Congress 
to get into the act again, although the 
reaction seems to be: “We did our job. 
That is an administrative problem.” 


Federal Aid for Hard Coal? 


Hard coal (anthracite) now is join- 
ing its softer brother (bituminous) in 
seeking government help from the 
competition of oil and gas. 

The soft coal people have been 
complaining about being displaced 
from power plant and railroad mar- 
kets and want end-use controls on gas 
use and restrictions on residual oil 
imports. They say oil and gas should 
be restricted to home heating. 

But now the hard coal operators 
claim that oil and gas are squeezing 
them from their chief market, home 
heating. Their approach for help, how- 
ever, is not as drastic as that of the 
soft coal industry. 


Battle of Battery Additive 


It looks like a long, hard pull be- 
fore a decision can be expected from 
the Federal Trade Commission on 
charges that the value of the contro- 
versial battery additive AD-X2 have 
been misrepresented. 

But a little lightness has been crop- 
ping up here and there to ease the 
strain on the FTC examiners and the 
additive seller, President Jess M. 
Ritchie of Pioneers, Inc. 

One of his claims is that AD-X2 
puts pep into old batteries. So after 
one especially technical and fatiguing 
exchange, when tempers started to 
fray somewhat, Ritchie suggested that 
“maybe everybody ought to have a 
shot of AD-X2.” 


—NPN Washington Staff 
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LAE Money, 
atefe pe 


atthe 


NELSON 
Equamatic 
TIRE 
INFLATORS 


Attaches to airline, fits the hand. 
Dial the pressure, get it auto- 
matically — fast, easy one-hand 
operation! 


cave money S ways! 
1. Connects to any airline— 
no installation cost! 


2. Recalibrate right on air- 
line; no cartridges or parts 
to buy, no service cost! 


3. Get years—not months—of 
low-cost service! 


Step Up Station Traffic! 


7 Attractive sticker packed 

7 with each inflator adver- 

- tises your Equamatic 
balanced tire inflation. 

(You automatically get 

exactly equal pressures 

in each pair or set 

ra of tires aired). 

Motorists like the 

longer tire life, added 

\_ driving comfort they 

\ \ get — and come back 
| as your steady customers! 


START SAVING NOW... you can mod- 
ernize your inflation set-up for as little 
as $14.95... less LIBERAL TRADE-IN 
ALLOWANCE FOR YOUR OLD GAUGE. 
Limited offer...see your jobber today! 


' Please send literature and prices 


| NAME 
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1 ADDRESS. 
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PRODUCTS INCORPORATED 


lo 


440 PERALTA AVENUE 
SAN LEANDRO, CALIF. 





PETROLEUM INDUSTRY INDICATORS 


STOCKS - (weekly) NPN PRICE AVERAGES* 
Refinery /Terminal 


200 = | a per oat) 


YEAR AGO ; bs | roy a as ¢ 
1954 1954 1953 
ph Gasoline 11.38 11.67 12.46 


Kerosine 10.24 10.26 10.32 
Distillate 8.65 8.86 8.99 
Residual ep i Fe 3.91 
4 principal 

products 8.62 8.81 9.27 
Lube oil 16.30 16.67 17.71 

cdi Pet Crude at 

eee $5 ommend . 


newer o es ces npocvensen 1 well ($ 


RESIDUAL per bbl.) 2.81 2.81 2.84 


| * Weighted average price, prin- 
¥ cipal markets. 


MAMJSJSASONODJFMAMIJISJA 


1953] 1954 


FXG WEEKLY PETROLEUM STATISTICS (APD — Week Ended Week Ended Week Ended 
July 23, 1954 June 25, 1954 July 24, 1953 
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MILLION BARRELS 








° 





Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 158,844 168,147 141,708 
Distillate fuel oil (thous. bbl.) 98,412 83,013 97,830 
Kerosine (thous. bbl.) = 31,069 26,937 29,873 
Residual fuel oil (thous. bbl.) 53,585 50,362 48,886 
Crude oil—B. of M., 1 day later (thous. bbl.) 279,885 277,886 279,110 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) . 6,774 6,939 7,125 
Foreign crude included (thous. bbl. daily) 724 660 616 
% of refinery capacity operated 82.1 84.2 92.4 
Refinery Output 
Gasoline (thous. bbl.) 23,565 23,862 24,380 
Kerosine (thous. bbl.) 1,910 2,095 2,085 
Distillate fuel oil (thous. bbl.) 9,856 9,700 9,971 
Residual fuel oil (thous. bbl.) : KS25 7,874 8,778 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,171 6,411 6,483 
Crude oil imports (thous. bbl. daily) 763 539 598 


EST) MONTHLY MARKET TRENDS 


Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 42,255 (May) 42,055 43,346 
Exports of crude and refined products (thous. bbl.) 11,509 (Apr.) 9,677 15,159 
Average station gasoline price, ex tax (¢ per gal.) 21.58 (July) 21.81 22.07 
*Gasoline consumption (million gal.) 4,199 (Apr.) 4,056 4,128 
Service station building permits (number) 513 (May) 525 453 
Passenger cars—domestic shipments (thous.) 490 (June) 479 571 
Trucks and buses—domestic shipments (thous.) 75 (June) 74 66 
Automotive replacement tire shipments (thous.) 5,115 (May) 4,935 5,604 
Replacement battery shipments (thous.) 1,396 (May) 1,150 1,455 
Oil burner shipments (thous.) 48 (Apr.) 47 54 
* Excludes Oklahoma 
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SUPPLY AND DEMAND @ Your own sales message in big 


Crude Data Asked — Chairman 


Ernest O. Thompson of the Texas 
Railroad Commission has asked (a) [- a [ 
purchasers of Texas crude oil to 


report by Aug. 10 how much oil 
they are nominating to buy and 
actually purchasing in Oklahoma, 
Louisiana, New Mexico, Kansas 
and Texas. Thompson made the 
request “in order to be assured that 

the State of Texas is not alone being | (¢j 
asked to carry inadvertent or re- 
duced production in order to avoid 
wasteful stocks.” 







































































You write your own sales message. We'll spell 


it out with these big (13” x 19”) sturdy cloth letters, 


Kuwait Output Climbs — Kuwait | sew them on 60-ft. lengths of sisal rope . . . and 
crude oil production rose 6.6% in | deliver to you ready to put up. Letters are white on —_ per character 
the first six months of 1954 over the red or blue background. They wave in the breeze; go aera 
same period last year. Output fig- can be read hundreds of feet away. May be used over Pet banner: $4.00 
ures for the two comparative peri- 
ods were 897,568 b/d and 841,781 
b/d. June production topped June message today. 
last year, though it was down 
slightly from May of this year. FREE! Send for catalog of Pratt's outdoor display material. 

Packed with sales ideas. 


and over. Thousands in use. Send us your own 


Kirkuk Production Up—Crude oil 
production in Kirkuk Field, Iraq 


rose in June, but in two other areas | TiAl AITITE j T| : Cciol 
of Iraq output declined. Output in - 

the three fields, for June and May 201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 
respectively, was: Kirkuk Field— 
498,361 and 478,931 b/d; Zubair 
Field—88,907 and 93,734 b/d, and 
Ain Zallah and Butmah Fields— 
26,500 and 28,541 b/d. 


















































Louisiana Flow Cut — Louisiana 
Conservation Commission has cut 
the state’s crude oil allowable for 
August to 612,690 b/d, or 81,228 
b/d less than the July figure. North 
Louisiana is allowed 109,295 b/d 


production and South Louisiana | 
503,395 b/d. ie ape: te: aeenretbly 
calibrating positive 
4 aC meters at 


Send for Bulletin 
CT-102-53 


Venezuela Output Off —Creole | Birefi terminals, 
Petroleum’s operated production in load 
Venezuela averaged 695,838 b/d in 
June, down 29,879 b/d from May. 

Net production plus purchased 
royalty oil was 762,178 b/d in 
June, down 26,883 b/d from May. 
In June last year operated produc- 
tion was 727,945 b/d and the total 
with royalty oil was 786,069 b/d. 





Crude Runs Down—Crude runs to | & A calibrating tank, or meter prover, is essential 
stills by U.S. refiners declined in keeping your meters accurate. Small meter 


. errors can be very costly. Here is a precision 
195,000 b/d in the week ended g instrument which will quickly pay for itself 


July 23 from the previous week, | a ; Designed to conform with the A.P.1. Code #1101 
American Petroleum Institute re- ; Warner Excel-So Calibrating Tanks come in sizes from 
ports. Gasoline stocks dropped 34 j a ° 2000 gallons in both stationary and 
million bbl. and distillate fuel stocks | Fe Le wi S ee 

rose 3.5 million bbl. Crude oil and ony 

condensate production was 6,267,- ee Company 


550 b/d, down 29,950 b/d from a > os gh : 
the week ended July 16. BOX 3096 TULSA OKLAHOMA nae of -FRAM, conro ATI 


et ha Py, 


es 
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As seen in 


SATURDAY 
EVENING 
POST 


COLLIER’S 
NEWSWEEK 


ORDINARY Cf 


CELEBRITY C 





NEW ...selling power for a ae 


Exciting new products, dramatic new sales ideas— 
this is the kind of all-out support Kelly is giving its 





dealers. It’s the kind of support every dealer needs 
to meet growing competition in the season ahead. 
Ask us about it. It can pay you well. Just write: 


THE KELLY-SPRINGFIELD TIRE COMPANY, CUMBERLAND, MARYLAND 
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in worry-free driving 


DEALER FIRST! 


See these 6 exciting new products...new mileage 
and safety features ...in the Kelly Leadership Line! 


Tait Mie 2 


6? MEW! KELLY SUPER FLEX 3) MEW! KELLY SUPER ARMOR TRAC 4) NEW! muy mamenan 


Here's Nylon Cord blowout safety everyone can Now truckmen can expect and get up to 50% more It’s a fact that a tire of hardest steel would wear out 
afford. Unsurpassed protection for little more than mileage at no increase in cost! The body is stronger, before this new Armorubber Tread! Kelly achieves 
you pay for regular tires! This soft-riding Kelly highly resistant to heat breakdown, gives extra re- this modern miracle with improved carbon blacks 
Nylon Super Flex gives double the protection against caps. The wide, flat Armorubber Tread is built to and blending methods that produce a denser, 
impact damage and blowouts, pilus the famous Kelly road contour, puts more “working rubber” on the tougher, cooler-running compound. Another Kelly 
dividend: extra thousands of worry-free miles! , gives you far longer, evi J exclusive, on every tire in the Leadership Line. 


5) NEW! KELLY NYLON CELEBRITY oO MEW! KELLY PUNCTURE PROTECTOR 
THE KELLY-SPRINGFIELD TIRE COMPANY stages 
CUMBERLAND, MARYLAND Here's Nylon Cord blowout safety, tubele + punc- Imagine it! Puncture safety on all 4 wheels for only 
ture safety and pace-setting innovations 'n sidewall $18.95* installed! The Puncture Protector seals 
styling and power-stop tread design—all in one right onto your present tubes—no tires or tubes to 
superb tire! You can also get the Celebrity for use buy! It c-l-i-n-g-s to any piercing object, ends dan- 


6 new reasons why with conventional! tubes as shown in the exceptional 
value featured at the left. 
folks are saying... 


“See your Kelly Dealer first!” a 





- | 
SS Oncstonding/advecing fo ctslonding waar Produce 
— wo rch whl many Kelly Distichuctors 

ane aston, outstanding pales npsultt | 
“SELLING KELLY TIRES IS A GOOD BU 


August 4, 1954 + 











SINESS !“ 


13 


NATIONAL PETROLI UM NEWS 








can we pack into 
a steel container? 


We're fully aware that your packaging problems are 
not exactly the same as those of other steel container 
users. That is why we go out of our way to hand- 
tailor our deliveries, our lithography, engineering and 
other services to your specific requirements. We make 
available all the help you can use, anytime you say. 
Before you place another order for steel containers, 
why not listen to our story? We'd relish a chance to 
work with you—not just as suppliers, but as interested 


counselors and friends. 





Standard styles include pails, drums, handi 
cans. Always glad to discuss special- 
purpose containers. 








CONTINENTAL © CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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THE INDUSTRY 


National Petroleum News 


August 4, 1954 


Residual Sales Slip to Coal and Gas 


Oil companies lost 4 million bbl. of No. 6 fuel oil sales to coal 
and natural gas during the recent two-month contract signing period 
with big industrial users in the Philadelphia refining district. 

The hard fact: Coal and natural gas are cheaper. Large, price- 


conscious consumers are switch- 
ing over. 

This may mean that Phila- 
delphia will become a No. 6 ex- 
port center. 

Oil suppliers estimate the district’s 
industrial oil market at 40 million bbl. 
a year—so that the 4 million bbl. loss 
amounts to a 10% drop in demand 
for No. 6 fuel. Since the district’s re- 
fineries have been producing more 
than enough heavy fuel for local in- 
dustrial needs, a surplus appears cer- 
tain. 

Oil suppliers affected by residual 
demand cuts are Sun, Atlantic, Gulf, 
Sinclair, Socony-Vacuum, Texaco, and 
Patterson Bros., a large Independent. 

Large-scale users of the heavy in- 
dustrial fuel that either have reduced 
No. 6 consumption or converted in 
whole or in part to cheaper coal and 
gas include Philadelphia Electric Co., 
Franklin Sugar Co., Container Corp. 
of America, Firestone Tire and Rub- 
ber, Lee Tire and Phoenix Iron. 

One of the remaining large users of 
heavy fuel—W. C. Hamilton Co., a 
paper manufacturer near Philadelphia 
—is taking bids from suppliers for 
the coming year’s heavy fuel require- 
ments. 

Cost Comparison—The trend away 
from No. 6 fuel and toward coal and 
natural gas in Btu-per-dollar value 
began early this summer. In Philadel- 
phia, coal “parity” (cost for a Btu 
content equivalent to one barrel of 
No. 6 fuel) is $1.90, though it may 
run as high as $2 in less efficient 
plants. For natural gas, parity is well 
below $1.90. 

The barge No. 6 price, FOB Phila- 
delphia refineries, now stands gener- 
ally at $2.12 per bbl. 

Because Philadelphia is one of the 
nation’s largest refining districts, the 
question of whether it will become a 
residual export center is a big one. 
In addition to the losses to coal and 
gas, the recent general downturn in 
business activity has cut 10% to 15% 


off No. 6 consumption by some users. 

W. C. Hamilton’s 200,000-bbl. No. 
6 requirement probably will bring no 
new turn in the city’s bunkering mar- 
kets. The fact that much of the big- 
contract business has been completed 
tends to allay further “discounting.” 

But anything can happen—partic- 
ularly when it is known that New 
York and Baltimore suppliers have 
their eyes on Philadelphia business. 

Export Pressure—Whatever hap- 
pens, there is bound to be a surplus. 
One major refiner already is shipping 
nearly 4 million bbl. of heavy fuel 
from Philadelphia to satisfy its New 
York Harbor requirements. And with 
coal prices still falling (one small 
mine cut 40¢ a ton this week on 
Philadelphia deliveries), this “export” 
trend probably will grow. 


Settlement at Hand 
In Iran Oil Dispute 


Terms of an agreement for reacti- 
vating Iran’s oil industry have been 
reached, and a communique is being 
prepared for publication, Tehran dis- 
patches said at NPN presstime. 

The agreement is between the Iran- 
ian government and a _ consortium 
made up of eight oil companies in- 
cluding one British, one Dutch, one 
French and five American firms: Gulf, 
Jersey Standard, Socony-Vacuum, 
Standard of California and Texaco. 
The pact climaxes months of negotia- 
tions. 

The last obstacle was an agreement 
on the compensation Iran will pay 
the Anglo-Iranian Oil Co. for the ex- 
tensive oil properties it took over in 
1951 when it nationalized the oil in- 
dustry. Iran announced that it would 
pay “less than 30 million pounds” 
(about $84 million) to settle all claims. 

Dr. Ali Amini, Iran finance min- 
ister and chief negotiator, did not 
state the exact amount of compensa- 
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tion. He said the amount agreed upon 
covered the value of assets to be used 
to meet Iran’s domestic petroleum 
needs and the losses incurred by 
Anglo-Iranian from 1951 to. the 
present time in filling its commitments 
from other sources. 

The settlement will take the form 
of two separate agreements: one be- 
tween Iran and the consortium cov- 
ering operating plans and the other 
between Iran and Anglo-Iranian Oil 
Co. covering compensation. 

Before the pact becomes effective, 
it must be approved by the Iranian 
parliament. 


Kerr-McGee and Sunray 
To Sell Through Jobbers 


Valley States Oils, Inc., has been 
formed to buy and market products 
that Kerr-McGee Oi! Industries and 
Sunray Oil Corp. will transport 
through the new Oklahoma Mississippi 
River Products Line. 

The company will sell to jobbers, 
allowing them to operate either under 
the Valley States brand or their own, 
according to James J. Kelly, vice pres- 
ident of the new company. 

Valley States (owned jointly by 
Kerr-McGee and Sunray) will market 
oil products in Arkansas, Tennessee, 
Kentucky, Ohio, Indiana, Illinois, 
Iowa, Wisconsin, Minnesota, Missouri 
and Mississippi. The company will 
open an office in Memphis, Tenn., and 
is considering other offices in Chicago, 
Little Rock and Cincinnati. 

The company will market gasoline, 
burning oils and Diesel fuel. It will 
operate terminals with tank car and 
truck loading at Fort Smith, Conway 
and West Memphis, Ark. Sunray and 
Kerr-McGee expect to make their 
products available to Valley States 
about Sept. 1. 

A new 12-inch product line con- 
necting Sunray’s Duncan and Allen, 
Okla., refineries and Kerr-McGee’s 
Wynnewood, Okla., plant is virtually 
completed. The 475-mile line will have 
40,000 b/d capacity. 
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Sunset Launches New Marketing Push 


Sunset Oil Co., of Los Angeles, has extended its everspreading 
marketing operations in Arizona and this week reported that an even 
more ambitious expansion program is in the offing. 

The aggressive company moved into the Southwest by acquiring 


the Cook Oil Co. of Phoenix, 
Ariz. Sunset leased two bulk 
plants, a chain of service sta- 
tions, estimated at between 30 
and 40, and retained E. H. Cook 
in an advisory capacity. Leon 
Belanger of Sunset was trans- 
ferred to Arizona as operations 
manager. 

Immediately after this move, the 
fourth major acquisition by Sunset in 
the past two years, President J. Dave 
Sterling made these two disclosures: 

e Sunset, he said, is contemplating 
construction of a 20,000-b/d refinery 
at Portland, Ore. 

e Sunset plans to push its market- 
ing activities into Nevada, giving it 
distribution in five West Coast states. 
(California, Oregon and Washington 
are the other three). Sunset has five 
new or remodeled multipump stations 
under construction in Nevada—three 
in Las Vegas and two in Reno, said 
Sterling. 

Sunset’s bold and often startling 
moves has the industry guessing about 
its plans and its backing. The latest 
series of acquisitions has boosted Sun- 
set’s monthly gasoline volume to an 
estimated 12 million gal. in California, 
Oregon and Washington. It claims 
distribution through 600 stations. It 
seems to be in a strong ninth position 
among West Coast marketers, behind 
the seven majors and Hancock Oil Co. 
of California. 

What Does It Mean?—What do 
California oil marketers think about 
Sunset’s moves? 

Mostly, they don’t know what to 
think. Some have described the com- 
pany’s strategy as typical of the classic 
major company approach of acquiring 
going operations to strengthen dis- 
tribution. 

Others believe that Sterling and the 
company officers are fattening Sunset 
so that it will be attractive to some 
non-West Coast major looking for 
a ready-made distribution system. 

Others speculate that Sunset is mov- 
ing toward the ranks of the majors 
with its broadened integration. 

Speaking to the Petroleum Press 
Club of California last week, Sterling 
denied recurrent rumors that the com- 
pany is for sale “unless someone 
writes a good, sizeable check.” 

A Nibble Reported—He said an 
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eastern major company has indicated 
interest and that he might be receptive 
to a merger involving a stock transfer 
in exchange for assets of Eagle Oil & 
Refining Co., Sunset’s holding com- 
pany. 

Asked about the possibility of a 
merger with Union Oil Co. of Cali- 
fornia, Sterling smiled and replied, 
“I hope so.” 

Sunset’s close relationship with 
Union Oil stems from an arrangement 
whereby at least 100 Sunset stations in 
the Los Angeles Basin have been con- 
verted into Union Oil stations, selling 
Union Oil products, being run accord- 
ing to Union Oil policy but being op- 
erated through operators engaged by 
Snuset. 

Regarding Sunset’s backing, Sterling 
attributed the company’s money-rais- 
ing success to “good credit.” “It’s like 
this,” said Sterling. “When I’m sup- 
posed to pay my banker at 10 a.m., 
I make a point of paying him at 9:45 
a.m.” 

Explaining Sunset’s retail policy, 
Sterling said, “The company is going 
to eliminate all small conventional 
units and build only Class A multiple 
pump stations.” He said Sunset is now 
building six such stations in the Los 
Angeles area. 

Although Golden Eagle products 
formerly were sold at cut-rate prices, 
they were moved into higher ranges 
after price controls were lifted Feb- 
ruary, 1953. Today, says Sterling, “We 
lose gallonage when we cut the price 
1 or 2 cents. When you stay with a 
fair-traded price the way Union Oil 
does, you do better.” 

He decried price-cutting as “sense- 
less” and advised refiners to keep one 
paramount question in mind—‘What 
is the net-back?” 

Sterling asserted that both refiners 
and importers should exhibit enough 
restraint and good sense to gauge sup- 
ply to demand. “The only way we can 
save the industry—and, I repeat, 
save —is to cut refinery runs,” de- 
clared Sterling. 

In Los Angeles, price-cutting has 
been widespread in recent weeks. 

Commenting on L.A. prices, Ster- 
ling declared, “I don’t think this is a 
price war. I think it’s healthy competi- 
tion.” 


He declared that a differential of 
1¢ or 1.5¢ between major and private- 
brand retail prices is about right but 
3 or 4¢ is too much of a spread. 

Citing the fact that “there are a 
dozen different prices among Wilshire 
Blvd. for gasoline from the same re- 
finery,” Sterling described rack and 
tank wagon prices as “fictitious”. He 
said that 11¢ per gal. is the breakeven 
point for refiners in Los Angeles and 
claimed that they need at least 6¢ 
margin. 

Sterling disclosed that Sunset buys 
80% of its gasoline requirements. Of 
this, Tide Water Associated supplies 
40% which is earmarked for the San 
Francisco Bay area and the Pacific 
Northwest. The rest comes from 
Union Oil—2 million gal. monthly, he 
said—‘“or from any other spots where 
we can get a good buy.” 

Refinery Site—Elaborating on the 
plans to build a refinery in Oregon, 
Sterling said Sunset has an option on 
a site at Portland. He asserted that 
Sunset could make a deal with a major 
oil company to supply “all the crude 
we need.” 

Industry sources placed the pro- 
posed site at Sauvie Island in the 
Columbia River, about four miles 
downstream from the Portland-Van- 
couver metropolitan area. 

Sterling declared that Sunset is 
bringing in 135,000 bbl. of 95 octane 
gasoline from the Suntide refinery at 
Corpus Christi, Tex. The product is 
due at Sunset’s Los Angeles terminal 
today and will be pumped to the Tor- 
rance refinery where it will be blended 
down to 93 octane for distribution. 
“When we're short of octane numbers, 
we'll bring some more in,” said Sterl- 
ing. 

Sterling said that most of the com- 
pany’s series of purchases of crude 
producing properties and service sta- 
tions have come from banks, prin- 
cipally the Republic National Bank of 
Dallas. In addition, Sunset has been 
assisted by the Union Oil Co. 

Short, Startling History — Mush- 
rooming Sunset Oil Co. has kept the 
industry guessing ever since 1939 
when Sterling and H. F. Nelson gave 
up being real estate subdividers, build- 
ers and oil producers, and bought 
rickety plant of Eagle Oil Refining in 
Santa Fe Springs, Calif. Diminutive, 
aggressive Sterling, 55, had come to 
Southern California from his birth- 
place near Calgary, Alberta, after be- 
ing partially deafened and gassed dur- 
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ing World War I. 

For the next decade and a half the 
company expanded steadily, building 
chain of cutrate service stations that 
featured bright yellow pumps and 
Golden Eagle Brand products. In 1950 
Eagle bought Sunset which had retail 
outlets in California and Pacific North- 
west, a small refinery at Torrance, 
Calif., and terminals at Los Angeles, 
Portland and Seattle. 

The Road Upward—After that, the 
firm began a remarkable sequence of 
expansions that included the follow- 
ing: 

1951—Bought 1,300 b/d of pro- 
duction through acquisition of three 
small producing companies at Raisin 
City. 

1951—Bought 700 b/d additional 
production in Tejon Hills Field for 
$2,300,000. The firm has drilled 40 
wells there since. 

1951—Announced it had set up a 
$5,000,000 fund to buy, lease and 
modernize stations, and advertised for 
dealers and supervisors interested in 
working for “an old established com- 
pany which is young at heart.” 

1953—Bought 2,600 b/d of pro- 
duction in the Placerita Canyon Field 
from Tevis Morrow for $7,000,000. 

1953—B. L. (Barney) Majew- 
ski, president of Great American 

Oil Co., Chicago, acquired a sub- 

stantial interest in Sunset. 

1953—Bought seven large Craig Oil 
Co. multipump stations in Southern 


California for a sum reported to be in 
excess of $750,000. 

1953—(Dec. 14) Bought out Craig 
Oil Co., largely from Signal Oil & 
Gas Co., thus acquiring 18 Northern 
California stations. 

Price was $3,000,000, with half the 
financing from Union Oil Co. 

1953—Moved a cracking unit from 
the dismantled Eagle Plant to Tor- 
rance and stepped up its capacity to 
2,800 b/d, and also added a 100-b/d 
catalytic polymerization unit. 

Feb. 1954—Bought United Pe- 
troleum Corp., Portland, for 
$1,000,000 thereby acquiring fa- 
cilities that included 90 Oregon 
stations. 

March, 1954—Announced that Sun- 
set would become a distributor of 
Union Oil Co. products at 100 Golden 
Eagle stations which have since been 
repainted in Union’s color scheme. 

June—Revealed that Sunset was 
airfreighting lube oils and greases to 
Central American countries in a cam- 
paign for new markets there. 

July—Said it was entering Arizona 
market through lease of 40 Cook Oil 
Co. outlets in that state. 

Crude Oil Position — Meanwhile, 
Sunset’s crude production during 1953 
averaged 4,200 b/d. In 1954 it is aver- 
aging 4,800 b/d, according to Sterling, 
and—“We’re looking for the purchase 
of additional production. We feel the 
company should own about half its 
crude requirements.” 


He placed the Torrance Refinery’s 
capacity at 12,000 b/d and said that 
it is operating at 7,000 b/d at present. 

Sunset’s building-buying-leasing pro- 
gram cost money, so for many months 
Western oil men have wondered 
whence the funds came. Sterling gave 
part of the answer when he said much 
of the financing came from the Dallas 
Bank, in addition to Union Oil Co. 


Indiana Standard Retains 
Rights to ‘Standard’ Name 


Standard Oil Co. (Indiana) has main- 
tained its hold on sole rights to the 
name “Standard” in the oil business 
throughout its 15-state marketing area. 

A court injunction against a corpo- 
ration formed in 1949 as “Standard Oil 
Co. of North Dakota” has forbidden 
the corporation’s use of “Standard,” 
“Standard Oil,” “Standard Oil Co.” 
or any similar name. 

U. S. District Court Judge Charles 
J. Vogel, who issued the injunction, 
said the name similarity would lead to 
confusion with the long-established 
Indiana Standard. 

Standard of Indiana won a similar 
suit 23 years ago against an earlier 
Standard Oil Co. of North Dakota. 
The company’s exclusive right to the 
name “Standard” also was established 
by Colorado courts in 1934; in Okla- 
homa in 1934 and 1935; Missouri in 
1929 and 1937, and Montana in 1942. 
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@ Phillips Petroleum Corp. is installing liquefied petro- 
leum gas pumps at many of its service stations to ease 
the refueling problem for trucks, taxicabs and other ve- 
hicles that have converted to LP-gas. 
plan, Phillips officials pointed out that many prospective 
LP-gas customers have refused to convert because of the 
necessity of locating a bulk plant each time a vehicle had 


In announcing the 


Phillips Installs LP-Gas Pumps at Service Stations 


to be refueled. Philgas pumps now are located in sta- 
tions on main highways in Illinois, lowa, 
Missouri, Kansas, Oklahoma, Texas, Colorado and New 
Mexico. Phillips hopes to cover its entire marketing area 
with the service by the end of this year. 
Philgas installation on the Turner Turnpike at Stroud, 
Okla. At right is a closeup of the Philgas tank and pump. 


Nebraska, 


At left is a 
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New Shell Gasoline now gives 
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in regular grade fuel 
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Premium and regular grade 
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ave into Shell Gasoline regular grade 


What this means to Milwaukee Motorists 


Regular Grade SH E u GASOLI N ES Ey Cp 


SHELL ADVERTISEMENTS like this one kicked off the company’s use of TCP 
additive in regular gasoline. Experiment is on in 12 cities 





Shell Puts TCP in Regular 


Shell Oil this week began re- 
ceiving field reports on dealer 
and motorist response to its new 
product: regular-grade gasoline 
with the TCP additive. It was in- 
troduced on an experimental 
basis in 12 key cities throughout 
the U. S. last week. 

Shell indicated that it was too early 
to appraise the initial reports. Public 
reaction to TCP in regular will deter- 
mine whether Shell will market it on 
a national basis or confine the additive 
to its premium-grade gasoline, a com- 
pany representative explained. 

One of the factors will be the effect 
of the new regular on the premium- 
grade fuel with TCP, Shell indicated. 
Regarding the effects, a Shell repre- 
sentative said, “We'll have to wait and 
see.” 

The premium grade will remain the 
same, Shell said. 

Shell’s competitors were watching 
closely for public reaction, too. It was 
slightly more than a year ago that Shell 
brought out a premium fuel with TCP, 
supported by a sweeping advertising 
and promotion campaign. TCP sent 
Shell’s volume rocketing in many 
localities and cut inroads into the busi- 
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ness of many rivals. 

Other major companies withheld 
comment on Shell’s bold, new move. 
Some said they would adopt a “wait 
and see” attitude. Companies that 
have spurned the use of additives indi- 
cated they will hold to that attitude. 

One marketer commented, “Our 
regular-grade gasoline is just as good 
as Shell’s regular, with or without 
TCP.” 

Another said, “They'll probably put 
a dent in the regular-grade market, 
just as they did in the premium mar- 
ket. They’ve a smart bunch of mer- 
chandisers.” 

Frontier Led Way—Although Shell 
is the first major to exploit an additive 
in regular gasoline, the Frontier Re- 
fining Co. of Denver, Colo., stole the 
march on its Rocky Mountain com- 
petitors in May by introducing an 
additive called “RTG” in its regular 
gasoline (83 octane). RTG, which 
stands for “Rarin’ to Go,” Frontier’s 
slogan, reputedly contains tricresyl 
phosphate, a chemical also contained 
in Shell’s additive. Frontier began 
marketing a premium gasoline with its 
RTG additive last year. 

Shell brought out TCP-in-regular 


in these cities: Milwaukee, Detroit, 
Cleveland, Syracuse, Jacksonville, 
Fresno, Memphis, St. Louis, Daven- 
port-Moline-Rock Island, Baltimore, 
Phoenix, Ariz. and Portland, Me. 

Tank wagon price of the new prod- 
uct was raised 0.5¢ per gal. in the 
first six cities listed above while the 
price was unchanged in the others. 

In offering TCP in the regular 
“gas,” Shell Oil declared it is giving 
the motorist whose car uses a lower 
octane fuel, “a new kind of per- 
formance never before delivered by 
a regular grade gasoline.” 

A company spokesman said the 
premium grade will remain the same. 

Shell has backed up its 12-city cam- 
paign with strong advertising support. 
The pitch used in the advertisements 
is: “New Shell gasoline gives per- 
formance never before possible with 
regular grade fuel.” 

Engine performance is benefited 
two ways, Shell ads claim: “First, by 
‘fireproofing’ combustion chamber de- 
posits, it effectively controls pre- 
ignition. Second, by changing the 
characteristics of the deposits on the 
spark plugs to non-conductors of 
electricity, it stops misfiring. Each 
plug fires as it should, preventing fuel 
waste.” 

Shell claims its premium with TCP 
boosts power up to 15%, spark plug 
life up to 150% and increases mileage. 


Unique Marketing Method 
Brings ‘Gas’ Pump to Car 


Deep Rock Oil Corp. brings the 
pump to the car in a new twist on 
gasoline merchandising tried for the 
first time last week end in Garden 
City, Kan. 

Deep Rock’s new plan—Shop ’n 
Gas—was unveiled at the Walls Food- 
liner supermarket. It allows motorists 
to fill up with gasoline while their cars 
are parked during grocery-shopping. 

While the customer is inside the 
store, a bonded attendant connects a 
fuel line from a “Shop ’n Gas” scooter 
to a gasoline outlet from an under- 
ground storage system. The shopper’s 
gasoline requirements are pumped 
through the scooter where it is met- 
ered to the car. 

The company is making only a pre- 
liminary announcement of the system 
until the test is completed—a matter 
of several weeks. The plan is expected 
to be a boon to supermarkets seeking 
more utility from parking areas. 

Merchandising Manager W. J. 
Fuchs and other Deep Rock officials 
will remain in Garden City until the 
completion of the test. 


NATIONAL PETROLEUM NEWS * August 4, 1954 





Texans Out to Delay Phillips Rule 


Texas oil men are trying to 
hold off the filing deadline under 
the Supreme Court’s Phillips 
Case decision and with it the 
effective date of the Federal 
Power Commission’s gas price 
freeze order. 


Alwyn P. King, Jr. has wired Senate 
Minority Leader Lyndon Johnson (D., 
Tex.) attempting to line up Johnson’s 
support in a move to delay the dead- 
line until April 1 of next year. 

King, vice president of the Houston 
district, Texas Independent Producers 
and Royalty Owners Assn., qualified 
his efforts this way: “It will give Con- 
gress an opportunity to review the 
matter next year when we must press 
for legislation.” 

As he began his deadline-changing 
campaign on behalf of independent 
Texas producers, King noted that a 
few rigs have shut down as a result of 
FPC’s action in the Phillips case. 

Meanwhile, the respected voice of 
Ernest O. Thompson, chairman of the 
Texas Railroad Commission, capped 
the wave of protest that has arisen 
over the case. 

Thompson recognized the world 
over as an authority on conservation, 
called the Supreme Court decision 
“the hardest blow ever struck at the 
conservation of oil and gas.” 

He joined in urging the delay of 
the effective date for FPC’s order 
freezing gas prices and requiring 
certification of independent producers 
selling interstate transmission lines. 

Thompson sees the ruling as an 
early step in the eventual extension of 
federal regulation to oil production. 

Thompson also observed: 

e “Freezing prices paralyzes the 
industry because it presents a vague, 
indefinite and uncertain future” and 
undoubtedly will tend to reduce bank 
credit to gas producers. 

e FPC should be required to hold 
up its “freeze” order until Congress 
can meet and consider the problem 
next year. It would require “clarify- 
ing” legislation to spell out certain 
points of the court decision even if 
the decision stands. 

e Natural gas, based purely on Btu 
equivalent, probably should bring 40¢ 
per mcf in competition with coal and 
oil. It would benefit the entire nation, 
including consumers, if gas were per- 
mitted to compete more freely with 
other fuels. 

In an attempt to clear the air, two 
FPC officials will discuss the Phillips 


decision Sept. 14 in New Orleans at 
the annual meeting of the Independent 
Natural Gas Assn. Willard Gatchell, 
FPC general counsel, and Commis- 
sioner S. L. Digby will go before the 
conventioneers and try to set the issue 
straight. 

FPC, citing the Hinshaw Amend- 
ment signed into law earlier this year, 
has exempted five companies from the 
provisions of the Natural Gas Act. 
The amendment provides that any 
company that buys natural gas at or 
with a state boundary for consump- 
tion within that state and whose rates, 
service and facilities are regulated by 
a state cOmmission, is exempt from 
NGA provisions. 


Phillips Case Alive 


The door is not yet closed on re- 
hearings of the U.S. Supreme Court’s 
decision in the Phillips natural gas 
case. Justice Sherman Minton last 
month denied a stay of the Supreme 
Court’s mandate in the case. 

But his action leaves alive petitions 
for a rehearing filed by Phillips Petro- 
leum Co. and the states of Texas, New 
Mexico and Oklahoma. The Supreme 
Court will take action on these peti- 
tions after it reconvenes in the fall. 

An NPN article July 21, p. 22, 
stated incorrectly that Justice Minton 
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Oil Wells Flow in Midst of New Russian Sea 


@ Reversing the usual offshore drilling procedure, these oil wells were drilled 
before the sea was there to surround them. Located in the Polaznensky oil 
field in Russia, the wells now are surrounded by the new artificial sea 
formed by the Kama reservoir, adjacent to a new hydroelectric station 


on the Kama River near Molotov. 





Before the reservoir was flooded, oil 
workers surrounded the derricks with metal sheetpile cofferdams and filled 
them with earth, creating artificial islands on which the derricks stand. 
Source of the picture and information is Sovfoto, an American photo 
agency specializing in Soviet pictures. 


had denied a plea for a rehearing and 
that the court’s mandate closes the 
door on all further petitions for delays 
or rehearings. 


Oil Marketing Methods 
Hit By Ad Magazine 


Oil industry marketing is sharply 
criticized in the current issue of Tide, 
a business paper of advertising. 

Under the title Better Marketing 
Might Help, the magazine asserts 
“Most of the things the oil companies 
are trying as answers to their price and 
supply dilemmas fail to include any 
imaginative marketing programs. Ad- 
vertising budgets in the industry have 
not kept pace with page and time 
costs, so actually the industry is spon- 
soring less advertising than it used to 
even though it spends just as much. 

“Most of the advertising money is 
now poured into the additive vs. oc- 
tane race without any thought of any 
industry-wide, or even individual, pro- 
gram to open new markets or broaden 
old ones.” 

Tide complains of a lack of joint 
programs with automobile and travel 
clubs and other measures for increas- 
ing automobile travel. 

The magazine concluded “The oil 
marketers seem wrapped up with the 
problems of production and merely 
complaining about the problems of 
demand.” 
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Secondary Stocks 


Total secondary inventories of 
four principal oil products— 
gasoline, kerosine, distillate and 
residual fuels—edged upward 
slightly May 31 from the April 
30 levels. 

Stocks at the end of May totaled 
42.3 million bbl., an increase of 200,- 
000 bbl. or 0.5% from April 30, when 
the lowest level this year was reached. 
Inventories were off 1.1 million bbl., 
or 3%, less than a year ago. 

May 31 gasoline stocks were 19.4 
million bbl., a decrease of 4% from 
April 30 and 1% below a year ago. 

Distillate stocks, at 12.8 million 
bbl., reversed the pattern of the previ- 
ous six months, increasing 6% over 
April 30, but at virtually the same 
level as May, 1953. 

Kerosine stocks of 5.1 million bbl. 


PAD District 


Total U. S. 
PAD 


PAD § 


GASOLINE 
PAD 1 
PAD 2 
PAD 3 
PAD 4 
PAD 5 
KEROSINE 
PAD 
PAD 
PAD ; 
PAD 
PAD : 


DISTILLATE FUELS 
PAD 
PAD 
PAD 3 
PAD 
PAD 5: 


RESIDUAL FUELS 
PAD 
PAD 2 
PAD 3 
PAD 
PAD § 


Climb in May 


were 6% below a month ago, although 
normally there is an increase at this 
time of year. The May 31 figure also 
reflected the largest decrease from 
year-ago levels—662,000 bbl. or 12%. 

Residual stocks were 4.9 million 
bbl., an increase of 11% over the pre- 
vious month but 6% below May, 
1953. 

Secondary storage capacity in Pe- 
troleum Administration for Defense 
Districts 1, 2, 3 and 4—compiled as 
of April 30—totaled 84.6 million bbl., 
of which 45% was filled. Of the total 
storage in these four districts, 31.4 
million bbl. were used for gasoline, 
12.6 million for kerosine, 29.7 million 
for distillates, and 10.9 million for 
residual fuels. 

Following is a breakdown of the 
report (in thousands of bbl.): 


Apr. 30 
1954 


May 31 
1954 


May 31 
1953 


42,055 
15,635 
16,922 
4,317 
1,550 
3,631 


20,205 
5,268 


42,255 
16,296 
16,873 
3,855 
1,614 
3,617 


19,439 
4,855 


43,346 
17,456 
16,600 
4,302 
1,557 
3,431 


19,607 
5,243 
6,970 aie 
2,761 2 2,515 
990 c 1,003 
2,216 2,096 


5,374 5,731 
1,954 2,342 
2,709 wa 2,596 
530 609 
82 89 
99 95 95 


12,026 12,756 
5,272 6,007 
4,531 4,329 

623 805 
472 459 
1,128 1,156 


4,450 5,252 
3,141 ‘ 3,864 
712 5 925 
403 373 
6 6 6 
188 84 





Fire Strikes Ohio Bulk Plant 


Three storage tanks containing 
about 45,000 gal. of gasoline blew up 
and burned last week at a Gulf Oil 
Co. bulk plant in Sandusky, Ohio. 
Gulf has not made an official estimate 
of the damage, but unofficial sources 
put the loss at between $25,000 and 
$50,000. 

Two remaining 
were undamaged. 


15,000-gal. tanks 
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Esso Plans Power Swap 


Esso Standard Oil Co. will swap fuel 
oil for power and steam with a new 
power plant being built adjacent to 
Esso’s Bayway, N.J., refinery by 
Public Service Electric & Gas Co. 

Public Service says it will need 6 
million bbl. a year of fuel oil when 
both of the plant’s 225,000 kilowatt 
generators are in operation by late 
1957. 


INDUSTRY BRIEFS 


Louisiana lawmakers have made all 
reclaimed oil subject to the present 8¢ 
gal. lubricating oil tax and require 
labeling of cans containing reclaimed 
oils. Also, initial collection of use fuel 
tax has been switched from the service 
station to supplier and a state express- 
way authority has been created guar- 
anteeing free brand choice along all 
highways built by it. 





Alberta (Canada) Petroleum and 
Natural Gas Conservation board has 
been asked to jack up the August 
crude oil allowable to 276,735 b/d, 
topping the previous province high of 
275,720 b/d. Trans Mountain Oil Pipe 
Line also expects a record month, with 
plans to move 46,725 b/d, compared 
to the former record of 42,700 b/d. 


Tide Water Associated Oil Co. plans 
to produce an additional 2.2 million 
bbl. a year of gasoline and other prod- 
ucts from low grade fuel each year 
with new facilities at its Avon, Calif., 
refinery. The new facilities went on 
stream last week. 


McBride Oil & Gas Corp.’s Browns- 
ville, Tex., refinery, down for several 
weeks for conversion to Mexican 
crude, now is operating at about 
7,500 b/d. Most production will be 
JP-4 fuel, No. 2 fuel and bunker “C,” 
with some asphalt. McBride has con- 
tracted with Petroleos Mexicanos for 
7,500 b/d of Mexican crude over a 
five-year period. 


The fact that synthetic lubricant de- 
mands for jet engines will climb 
steadily to 854,000 gal. by mid-1956 
has prompted Assistant Defense Sec- 
retary Thomas P. Pike to call for 
expansion of synthetic lube productive 
capacity. Pike said he also expects de- 
mand to increase “substantially” after 
that time. 


Tax-writers in Congress have agreed 
to change the federal excise tax on cut- 
ting oils from 10% ad valorem to a 
flat 3¢ gal. rate. The Senate Finance 
Committee is expected to tack the pro- 
vision to H.R. 6440, a tax measure 
that already has passed the House. 





Photo Credits 
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MOST MODERN STATION-RESTAURANT in North America is the claim made for British-American’s new Ontario outlet 


British-American 
Unveils Sleek 
Super Station 


British-American Oil Co. opened 
the “hottest” service station in Canada 
last week, with mechanics standing 
by to prevent overheated pumps from 
“seizing up.” 

Up to 18 attendants are required 
to furnish fast service during peak 
hours at the station, whose opening 
ended a two-year gasoline drought on 
Highway 400, Ontario’s busiest south- 
bound highway to Toronto. 

The combination station-restaurant, 
called the most modern in North 
America, is located 12 miles south of 
Barrie, Ontario. 

The structure was built in 36 work- 
ing days and has three parallel pump 
islands, made easily accessible by a 
650-ft. asphalt approach. A paved area 
of 7,662 ft. lighted at night by 90 
floodlights totalling 45,000 watts, pro- 
vides ample parking facilities. 

At the official opening last week, 
attended by George H. Doucett, On- 
tario minister of highways, B-A Presi- 
dent Ole Berg Jr. noted that the sta- 
tion is one of only two gasoline outlets 
on the highway and predicted new 
records for it in gasoline sales. 

The ultra-modern outlet features 
a terrace adjoining the restaurant, 
supervised restrooms and an unusual 
and welcome service for travellers— 
drinking bowls for pets. 


se sure 
TO GIVE Be 
YOUR PET 
A DRINK 


fie amas Baa 


THIRSTY PETS welcome special drinking bowls, a new angle in special services 
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PIPE LINES 


Most Washington Points 
Sign Up for Natural Gas 


In the face of at least two pending 
battles, Pacific Northwest Pipe Line 
Corp. has contracted with distributing 
companies to serve natural gas to 
almost all Washington state -commu- 
nities along its proposed pipe line route, 
says a company official. 

The company is pushing plants for 
the pipe line from San Juan Basin to 
the Northwest despite the fact that 
Westcoast Transmission is seeking a 
Federal Power Commission rehearing. 
If that is denied, Westcoast will seek 
court action to stop the pipe line. 

And Peter E. Mitchell, president of 
the California Public Utilities Commis- 
sion, has thrown his state’s hat into the 
opposition ring. He told members of 
Gov. Goodwin J. Knight’s cabinet that 
a rehearing has been requested by 
natural gas service companies in Cal- 
ifornia that obtain 65% of their sup- 
ply from the San Juan Basin. 

A Pacific Northwest official said the 
company will start negotiations for 
necessary financing “in the very near 
future” and said the target date for 
arrival of gas to the Northwest is “late 
next year.” 

Contracts have been signed with the 
following Washington distributing 
firms: Seattle Gas Co.; Spokane Gas 
& Fuel Co.; Washington Gas & Elec- 
tric Co.; Cascade Natural Gas Corp.; 
United Gas Co.; California Pacific 
Utilities Co., and Twin Cities Gas Co. 
serving Longview and Kelso. 

The Seattle Gas Co. contract is a 
$100 million 20-year pact that is ex- 
pected to bring natural gas to Seattle 
by the end of next year. Seattle has 
contracted for a maximum peak load 
of 40 million cf/d beginning the third 
year, plus an extra 10 million cf/d for 
large-scale industrial purposes. 

“We predict that few homes will be 
designed or constructed here in the 
future without being equipped for gas 
heating and other service,” said Henry 
Gellert, Seattle Gas president. 

The company already has begun a 
$14 million program to expand its dis- 
tribution system. 


Trans-Canada Gets Okay 
For Longest Pipe Line 


Conditional permit for the longest 
pipeline in the world—2,240 miles— 
has been granted to Trans-Canada 
Pipe Lines Ltd. by the Canadian Fed- 
eral Board of Transport Commis- 
sioners. 

The line will carry natural gas from 
Alberta to eastern Canada cities, with 
a spur line from Winnipeg crossing 
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the U. S. border to serve the Minne- 
apolis area. Trans-Canada said it ex- 
pected to clear by Dec. 31 the condi- 
tions of the permit — complete 
financing for the line and possession 
of an export permit for shipment of 
gas into the United States. 

The company hopes to start con- 
struction of the line early in 1955. 
Their timetable calls for delivery of 
gas to the Winnipeg and Minneapolis 
areas by late 1955, to Toronto by late 
1956, and to Montreal by late 1956 or 
early 1957. The FBTC’s order calls 
for completion of the project by Dec. 
31, 1957. 

The line will for the most part fol- 
low the route of the Canadian Pacific 
Railway and will be generally 30 in. 
in diameter. Exceptions are the 36-in. 
line from the Alberta-Saskatchewan 
border to Winnipeg where Trans-Can- 
ada will receive gas from Alberta 
Gas Trunk Line Co., and the 24-in. 
line from Winnipeg to Emerson, 
Minn., where the company will turn 
over gas bound for the Minneapolis 
area to Northern Natural Gas Co., a 
U. S. firm. 


Oil Barge Operators Fight 
‘Little Inch’ Reconversion 


Texas Eastern Transmission Corp. 
wants to reconvert 1,168 miles of its 
“Little Inch” pipe line from natural 
gas to oil product service—and has 
filed a formal application with the 
Federal Power Commission for its 
approval. 

But oil barge operators don’t like 
the idea and are going for a court in- 
junction to stop the project. No defi- 
nite decision has been made on what 
other steps to take, a barge attorney 
pointed out. 

The court suit, in Southern District 
Court of New York, claims long-term 
commitments obtained by Texas East- 
ern from shippers of oil products will 
deny barge operators a competitive 
opportunity for access to the market. 

The stretch of line runs from Bay- 
town, Tex., to Moundsville, W. Va. 

Texas Eastern says the 20-inch di- 
ameter line would be capable of 
transporting a maximum of 235,000 
b/ of oil products. It estimates an 
initial expenditure of $13 million 
would place the reconverted line in 
operation. 

President George T. Naff pointed 
out that “Little Inch is ideally suited 
to (oil) products transportation since 
it was constructed and operated for 
that purpose during World War ILI.” 

According to the application, the 
company “proposes to file rates for 


transportation that will yield a reason- 
able return to it and provide service 
in marketing centers at a cost to ship- 
pers that will be competitive with and 
lower than the transportation rates 
charged by existing forms of trans- 
portation, thereby providing reduced 
ultimate cost to consumers.” 

The company also seeks FPC au- 
thorization to construct substitute 
natural gas facilities in order to main- 
tain the system’s present delivery 
capacity of more than 1.2 billion cf/d. 
Substitute facilities would include a 
new 24-inch pipe line extending about 
382 miles from Beaumont, Tex., 
through the “prolific” natural gas pro- 
ducing area of southern Louisiana to 
connect with the company’s 30-inch 
pipe line at Kosciusko, Miss. 

Naff said the project will: 

e Achieve greater flexibility for 
natural gas systems while maintaining 
the present volume of deliveries. 

e Decrease slightly the cost of mak- 
ing natural gas deliveries to customers. 

e Result in a revamped natural gas 
system susceptible of additional in- 
creases in capacity without any mate- 
rial rise in transportation cost. 


Gas Line Revenue Up 


Operating revenues of natural gas 
pipe line companies showed increases 
in May over revenues for like periods 
last year. In May 1954, they received 
$123,055,442, a 12.7% increase over 
May, 1953. In the 12-month period 
ended May 31, 1954, the companies 
showed an increase of 19% over a like 
period ending May 31, 1953. Also in- 
creased were gas sales to other utilities 
for resale and sales to ultimate con- 
sumers, which showed respective in- 
creases of 7.4% and 9%. 


Oil Pipe Lines Set Mark 


Oil pipe lines set all-time records 
in quantity and revenues during first 
quarter of 1954, with increases of 
81.5% and 118.7% respectively, over 
same period in 1946, according to the 
Bureau of Transport Economics and 
Statistics of the Interstate Commerce 
Commission. Quantity moved in first 
quarter 1954 was 891 million bbl., 
and revenues were $142 million. Vol- 
ume was up 1.5% and revenue up 4% 
over the same period last year. 


New Artery Approved 


Federal Power Commission has au- 
thorized new pipe line facilities for 
Arkansas Louisiana Gas Co., Shreve- 
port, La., which will boost the com- 
pany’s total peak-day delivery capacity 
from 670 to 816 million cf/d. 
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GOVERNMENT 


Administration Group 
Will Make Fuel Study 


Problems of oil imports and federal 
control over field prices of independ- 
ent natural gas producers are among 
those which may come under scrutiny 
by a new inter-cabinet committee to 
study fuel resources. 

The committee will work under a 
broad charter between now and Dec. 
1, when its recommendations are due 
on President Eisenhower’s desk. 

The President named Arthur S. 
Flemming, Director of the Office of 
Defense Mobilization, to head the 
group—the committee on energy sup- 
plies and resources policy. Members 
include the Secretaries of State, De- 
fense, Interior, Commerce, Labor and 
the Attorney General. 

Flemming will consult with them 
and appoint industry experts to serve 
as members of his task force in each 
area to be studied. 

Duty of the committee is to “under- 
take a study to evaluate all factors per- 
taining to the continued development 
of energy supplies and resources and 
fuels in the U. S., with the aim of 
strengthening the national defense, 
providing orderly industrial growth 
and assuring supplies for our expand- 
ing national economy and for any fu- 
ture emergency.” 

The group also will “review factors 
affecting the requirements and sup- 
plies of the major sources of energy,” 
including coal, petroleum and natural 
gas. 


TRENDS 
Motor Vehicle Exhaust 
Called Top Smog Cause 


Stanford Research Institute has 
branded motor vehicle exhaust as a 
major smog contributor in its report 
summarizing six years of smog study. 

The Institute’s 134-page report, re- 
leased by Western Oil and Gas Assn., 
estimates 3,100 tons of pollutants are 
emitted daily into the Los Angeles 
Basin atmosphere, of which 1,500 tons 
are hydrocarbons. 

Auto exhaust heads the 
1,016 tons, followed by: 

e Evaporation from automobile 
tanks and carburetors—164 tons 

e Refining—155 tons 

Marketing—37 tons 

Production—32 tons 

Filling automobile tans—28 tons 

Filling service station tanks—24 
tons 

In short, exhaust gases take the 
blame for 81% of the total organic 


list with 


hydrocarbons emitted and nearly 95% 
of the active hydrocarbons. 

The report notes in passing that 
backyard incinerators emit 400 tons of 
organic materials daily. 

The researchers say the key to smog 
probably is ozone, since Los Angeles 
has the world’s highest concentration 
of that oxidant. Moreover, ozone con 
centrations increase and diminish with 
the intensity of the smog. 

“This ozone may react in the air 
with harmless materials such as hydro- 
carbons to form troublesome com- 
pounds that are responsible for many 
of the undesirable effects of smog,” 
the report concludes. 


Copies of the document are avail- 
able from Western Oil and Gas Assn. 
at 510 W. 6th St., Los Angeles 14. 


Enjay May Sell Buty! 

If a bid that Esso Standard sub- 
mitted for a government Butyl rubber 
plant in Baton Rouge, La., is accepted, 
Esso will market the synthetic through 
the Enjay Co. Humble Oil & Refining, 
a Jersey Standard affiliate, has indi- 
cated it has similar plans for market- 
ing Butyl if it can acquire a govern- 
ment plant at Baytown, Tex. 

Enjay is forming a rubber division 
under A. Bruce Boehm, vice president, 
to handle Butyl and Vistanex sales. 








( 


PROVEN PUMPS 
for the BIG JOBS 


The New 
GILBARCO 65’s 


John Crane mechanical seal. 
Pump internals accessible without 


Low net positive suction head. 
Designed for use with standard 
1750 RPM motors. 


+ + + + FF 


»* 


at 60 feet of total head. 


COMPARE BEFORE YOU BUY 


—write today for full details and prices. 
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Built especially for petroleum products. 

Straight centrifugal or positive self-priming models. 

Rugged volute reinforced with 16 heavy ribs. 

Oversized “‘stress-proof” steel shaft for strength and rigidity. 
Extra heavy-duty ball bearing construction. 


dismantling suction or discharge piping. 


15 to 50 horsepower, 600 to 1400 GPM 


Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 
Toronto, Canada 





TRENDS 


Operating Refineries Off, 
Total Capacity Rises 


Despite a drop in the number of op- 
erating refineries from 343 to 337 
last year, total capacity rose more than 
368,000 b/d, says the Bureau of 
Mines. 

The capacity increase was from 7,- 
638,661 to 8,006,896 b/d, the Bureau 
said in its annual refining report. 

Additional crude oil capacity total- 


“Best way I’ve found 
to sell auto lamps” 


You'll say the same thing when 
you see what the Tung-Sol Auto Lamp 
Merchandiser does to pep up your lamp 
sales. You'll have your lamp stock in 
one easy-to-get-at location—no loose 
boxes scattered over your shelves. The 
time you save and the extra sales you 
get because customers have been re- 
minded of lamps they need, will make 
the Tung-Sol Lamp Merchandiser one 
of your most valuable sales aids. 


On top of all that, the beautiful plastic 
cabinet costs you not a penny when 
you order the assortment of 100 Tung- 
Sol Auto Lamps—all the popular num- 
bers you need for everyday service. 
(You'll find such a variety of uses for 
the handy cabinet that you will want 
as many of them as you can get.) 


Lamps are an important part of your 
TBA program and the Tung-Sol Lamp 
Merchandiser is just what you need to 
make more sales—and more happy cus- 
tomers with safely lighted cars. 
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ing 397,500 b/d was reported under 
construction at the beginning of this 
year. Facilities for new refineries— 
three in North Dakota, two in Wash- 
ington and one each in Ohio and Utah 
—account for 129,500 b/d of this 
total. The balance is reported as ad- 
ditions to existing facilities. 

The Bureau’s report also showed: 

Capacity reported as shutdown Jan. 
1, 1954, amounted to 224,794 b/d, or 
approximately 3% including 22,920 
b/d, classified as inoperable without 





TUNG-SOL AUTO LAMP 
MERCHANDISER #100 








This is the #100 lamp assortment 
packed with the 
TUNG-SOL merchandiser 


10 Type 51 
20 Type 55 
30 Type 63 


10 Type 1129 
20 Type 1154 
10 Type 1158 








TUNG-SOL ELECTRIC INC. 
Newark 4, N. J. 


Sales Offices: Atlanta, Chicago, Columbus, Culver | 
City (Los Angeles), Dallas, Denver, Detroit, New- | 
ark, Philadelphia, Seattle 

Tung-Sol makes All-Glass Sealed Beam Lamps, 
Miniature Lamps, Signal Flashers, Picture Tubes, 
Radio, TV and Special Purpose.Electron Tubes and 
Semiconductor Products. 





extensive reconditioning. The Louis- 
iana Gulf Coast district reported an 
increase of 48,500 b/d of shut-down 
crude oil capacity for the year, the 
Oklahoma-Kansas district, 31,300 b/d 
and the East Coast district, 13,300 
b/d. A decline in unused refining ca- 
pacity of 10,800 b/d was shown for 
the California district and 10,400 b/d 
for the Texas Gulf Coast. 

The operating ratio of the petrol- 
eum refining industry, as indicated by 
dividing the January 1954 crude runs 
to stills of 6,947,000 b/d by the total 
installed capacity Jan. 1, 1954, was 
86.8% compared with a ratio of 
92.1% at the beginning of 1953. 

The average capacity of facilities 
to produce cracked gasoline increased 
4.6% during 1953 to a total of 2,249,- 
464 b/d on Jan. 1, 1954. Refineries 
reported 253,191 b/d under construc- 
tion as additional capacity, and 9,900 
b/d building for replacement of exist- 
ing equipment as of Jan. 1, 1954. Of 
the new installations under way at the 
beginning of the year, 58,400 b/d are 
in the California refining district, 46,- 
500 b/d in the East Coast district, 
43,480 b/d in the Texas Gulf Coast 
district and 42,850 b/d is located in 
the Indiana-Illinois-Kentucky district. 

Oklahoma-Kansas and Texas Inland 
were the only refining districts report- 
ing declines in installed cracking ca- 
pacity for the year. 

On Jan. 1, 1954, 97.4% of the total 
installed cracking capacity was opera- 
ting, compared with 97.7% for the 
previous year. 

Catalytic cracking units accounted 
for 1,107,923 b/d or 49.3% of in- 
stalled cracked-gasoline capacity of re- 
fineries; thermal type units, 727,183 
b/d or 32.3%; and reforming units, 
414,358 b/d or 18.4%. 

A copy of L.C. 7693, Petroleum 
Refineries, Including Cracking Plants, 
in the United States, January 1, 1954, 
can be obtained from the Bureau of 
Mines, Publications Distribution Sec- 
tion, 4800 Forbes St., Pittsburgh 13, 
Pa. 


DuPont Plans TEL Plant 


The DuPont Co. has acquired land 
in California for the possible construc- 
tion of a plant to manufacture tetra- 
ethyl lead and “Freon” refrigerants. 
Design work now under way will in- 
corporate DuPont’s most recent tech- 
nological developments in the manu- 
facture of the two products. 

Tetraethyl lead and “Freon” are 
needed in increasing amounts to meet 
the demands of the West Coast petro- 
leum, refrigeration and aerosol indus- 
tries. 
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Research Paves Way 
for Production 
and Employment 


Over the past quarter century, 
for every dollar Du Pont has 
spent for laboratory research, it 
has spent three dollars in produc- 
tive facilities. 

Research in the same period 
cost $475 million, exclusive of 
buildings and equipment. And 
employment soared from 38,600 
to more than 90,000. 

During the same span, ex- 
penditures for new plants and 
facilities amounted to $1,400 
million. This is a ratio of three 
production dollars for one re- 
search dollar. 











New Booklet 


on Du Pont 
Metal Deactivator 


Many refiners are giving increased at- 
tention to the problem of the effect of 
metals on gum formation. To aid them 
in solving this problem, the Du Pont 


Petroleum Chemicals Division offers a 
comprehensive new booklet which dis- 
cusses the aspects of gum prevention. 

The booklet traces the sources of 
metallic contamination. And findings 
of a recent service station survey on 
the prevalence of copper and gum in 
gasolines are included. There are also 
many helpful hints and detailed in- 
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Mileage by the roomful to test 
automotive fuels and lubricants 


How is gasoline efficiency affected by 


operation? 


high-speed, high-temperature 


What happens to a lubricant in the hectic start-and-stop maneuvering 


through city traffic? 


Questions like these become more important today as high-speed super- 
highways weave a network across the country, and the tangle of city traffic 


grows more kn tty. 


DEVELOPING FUELS AND LUBRICANTS FOR TOMORROW'S CARS calls for 
extensive road testing. To accelerate this work, the Du Pont Petroleum Labora- 
tory has brought the highway indoors with this ingenious chassis dynamometer. 








structions on combatting gum forma- 
tion with Du Pont Metal Deactivator. 


Application and Costs 


The booklet discusses methods of add 
ing Du Pont Metal Deactivator and 
quantities needed to prevent metallic 
reaction. And it presents a cost study 
on the use of DMD. Other valuable 
information includes chemical _ re- 
actions, handling and shipping. In all, 
there are 20 pages of facts with an- 
swers to practically any question you 
may have regarding the use of DMD. 

The new booklet is yours on request 
from any Du Pont representative or 
regional office. 





The new chassis dynamometer at 
Du Pont’s Petroleum Laboratory gives 
interesting answers. It is an important 
source of information for the automo- 
tive engineers taking part in Du Pont’s 
research concerned with additives de 
signed to improve fuel and lubricant 
performance. 


How It’s Done 


Speeds up to 90 mph can be simulated 
on the dynamometer. Radiator wind- 
age can be synchronized to the simu- 
lated speed of the car. Inertia flywheels 
create road conditions by varying 
“load.” 

Five flywheels can exert a load in 
multiples of 500 pounds up to two and 


OVER 
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Dynamometer 


three quarters tons. Engineers operate 
this versatile setup from a central con- 
trol panel where detailed data on test 
factors are also recorded. 





HEELS, a useful feature of 
the Petroleum Laboratory's chassis dynamome- 
ter, simulate “load” on the car or truck being 
tested. The two large wheels on the right rep- 
resent 2,000 pounds each, the next one is 1,000 
pounds, and a 500-pound wheel is shown at the 
left. 





THIS FAN is used to generate windage through 
the car's radiator. It allows the dynamometer to 
simulate actual radiator operating conditions, 
at speeds up to 90 mph. 


Results 
Information learned from tests in 
Du Pont’s new chassis dynamometer 
will aid in matching vehicles, fuels and 
lubricants to the changing patterns of 
modern driving conditions. 

As data from these tests are collected 
and evaluated, they will be made avail- 
able to the petroleum and automotive 
industries. 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 


Wilmington 98, Delaware 


JOSEPH G. EVANS 
Because of increasing activity on the 
Pacific Coast, and as an added service 
to refiners, a new district has been cre- 
ated by the Du Pont Petroleum Chemi- 
cals Division’s West Coast Region. 


Manager of New San Francisco District 


Assigned to the post as manager of the 
San Francisco District is Joseph G. 
Evans who joined Du Pont in Decem- 
ber 1951. 

Mr. Evans is a graduate of Texas 
A & M and started with Du Pont as a 
sales-service representative of the Pe- 
troleum Chemicals Division in Tulsa, 
Oklahoma. 

Previous to this he was Develop- 
ment Engineer for the Standard Stoker 
Company of Erie, Pennsylvania, and 
later formed his own company han- 
dling specialized industrial chemicals 
and automotive lubricants. 

Mr. Evans spent three years in the 
Pacific as an pe in the Naval Sub- 
marine Service during World War IL. 
He was later recalled to active duty 
during 1950-1951 to serve on the de- 
stroyer U.S.S. McCaffery off Korea. 








Du Pont additive improves 


diesel fuel production 4 ways 


You may know Du Pont Fuel Oil Addi- 
tive No. 2 as an effective stabilizer and 
dispersant for distillate heating oils. 
But do you also know that F.O.A. No. 2 
does some remarkable things when 
added to diesel fuel? 

It permits blending of cat-cracked 
and straight-run stocks. Refiners get 
more flexibility and greater capacity in 
diesel fuel production. 

Certain amounts of heavy distillate 
fuel oils treated with Fuel Oil Additive 
No. 2 can be added to diesel fuel with- 
out affecting filterability. In this way 
the additive permits upgrading of 
heavy oils. ‘ 

It reduces particle size of insoluble 
residues, and retards their formation 
as well. Result—F.0.A. No. 2 helps to 
end clogging of diesel filter screens. 

The fourth advantage of F.O.A. 
No. 2 in diesel fuels is that, being ash- 
less, it simplifies the problem of meet- 
ing ash specifications. Since it leaves no 
combustion chamber deposits, it does 
not contribute to exhaust sparks. 

Storage tests indicate that this highly 
concentrated chemical additive gives 
most satisfactory results when added to 
freshly prepared stocks at the refinery. 





Regional \ 
Offices: } 


IN CANADA: Du Pont Company of Canada Limited—Toronto, Ont.—Montreal, Que.—Calgary, Alta. 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Del. 





Petroleum ( 


NEW YORK, N. Y.—1270 Ave. of the Americas 
CHICAGO, ILL.—8 So. Michigan Bivd. 

TULSA, OKLA.—1811 So. Baltimore Avenue 
HOUSTON, TEXAS—705 Bank of Commerce Bidg. 
LOS ANGELES, CALIF.—612 So. Fiower St. 





LITERATURE AVAILABLE 


Here is a partial listing of the bulletins, 
reports, booklets, technical papers and 
aids available to you through any of 
the DuPont Petroleum Chemicals 
Division regional offices listed below: 
Du Pont Fuel Oil Additive No. 2—A 12- 
page bulletin describing this ashless 
stabilizer and dispersant which pre- 
vents clogging of fuel oil screens 
A-6522 
Du Pont Metal Deactivator—A new, 
comprehensive, 20-page booklet 
which discusses every aspect of cop- 
per contamination and methods of 
metallic gum prevention using 
Du Pont Metal Deactivator, A-7300 
Film Library —A new catalog, listing 
films which are available for oil com- 
pany use. This listing includes the 
Du Pont “Cavalcade of America” 
TV library A-7549 
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Better Things for Better Living 
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Phone COlumbus 5-3620 
Phone RAndoilph 6-8630 
Phone Tulsa 5-5578 
Phone PReston 2857 
Phone MAdison 5-1691 
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LAST OF A SERIES 


Fare 


McKALES’ NO. 5 STATION in Seattle at 17th and E. Madison is the home of the company’s training school 


How Non-Stop Training Pays 


Looking back on his first year at the helm of McKales Corp., 
young Thomas G. Wise can report that the Seattle oil jobbership 
has had the biggest year in its 37-year history. 

And Tommy Wise has made it a bigger and better company by steer- 


ing pretty close to the course laid 
out by Earl McKale, the com- 
pany’s founder, who died last 
year shortly after he installed 
Wise as president and general 
manager. 

McKales, with a yearly volume 
of 16 million gal., is one of the 
biggest and most prosperous job- 
bers on the West Coast, where 
jobbers are few and far between. 

McKale carved out this vigorous 
operation, from its earliest days, with 
a pair of solid marketing tools. First, 
he believed that good service is the 
basis of good marketing; second, he 
believed in salesmanship and that there 
is no profit in price cutting. 

So, when Wise came to McKales 
from Union Oil Co.—McKales is sup- 
plied by Union—he picked up where 
the old man left off and this year 
recorded a 5% gain in dollar volume, 
netting sales of more than $7 million. 
In addition he added ‘ree new sta- 
tion—in Seattle and Portland, Ore.— 
and is building a fourth in Seattle, 
making a total of 44 stations in the 
McKales chain. 

This boost in gallonage and con- 
tinued expansion can be traced to a 
training program that never stops. 
First of all, McKales has definite 
standards for its employes. They must 
be married, between the ages of 23 


and 32, with a high school education, 
between 5 ft., 9 in. and 6 ft., 2 in. 
and weigh 160 to 180 Ib. 

When a new employe joins the com- 
pany he is met by the personnel man- 
ager at company headquarters and 
given a booklet, “Your Job at Mc- 
Kales.” He is given his equipment, 
coveralls, manuals, air gauge, etc., and 
is taken to a classroom at one of the 
company’s stations where his training 
begins. Here he receives instruction 
in pump island procedure and prac- 
tices on the cars of other employes. 
When he has the driveway technique 
down pat he is turned over to the 
station manager and his real training 
begins. 

The new employe spends an hour 
in class each week. The instructor, 
who is also the sales manager, keeps 
a time schedule on the trainees. 

For example, at the end of the first 
day, the trainee should know how to 
greet customers, how to conduct the 
“twin windshield show”—part of the 
driveway service where two attendants 
clean the customer’s windshield in 
unison, polish lights and sweep out 
the interior of the car, all in a sort of 
cadence. 

By the end of the second day the 
trainee should have memorized a new 
credit account sales talk, an oil sales 
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THOMAS G. WISE 


talk, and should be able to “put in 
gasoline, check oil, fill radiator and 
inflate tires; start cash register ring- 
ups and learn a short gasoline story.” 
On the third day he practices what he 
has learned and learns a New Account 
talk. During the fourth day he serv- 
ices grease jobs and learns a short 
greasing story. 

The employe starts at $217 a month 
and moves up to $257 in five days. 
By the end of a month he is making 
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The only motor oil 


wilh Oil-Plating in 
M20 & 10W-30 grades 


NEW CONOCO Super MOTOR OIL 





IZE CANS WITH GOLD PANEL THAT SETS THEM APART FROM REGULAR GRADES. 


or a more PROFITABLE FUTURE 
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5W-20 is an SAE 20 
oil with the starting 
characteristics of a 
5W Grade. 


10W-30 is an SAE 30 
oil with the starting 
characteristics of a 
10W Grade. 











Stor oO! 


HEavy put” 
— 


Now service all your customers 


by stocking just 2 grades of oil 





E Meet all car manufacturers’ recommendations 


More miles per gallon of gasoline 


: Better engine performance 


Faster starting 


5 Keep valve lifters free and clean 


5 A year-round motor oil in 2 grades 


Oil-Plating—fastens protective shield of lubricant 
to engine’s metal parts 


CALL OR WRITE your nearest Conoco man today. © 1954, Continental Oil Company 
Continental Oil Company—Albuquerque, Butte, Chicago, Denver, 

Fort Worth, Houston, Kansas City, Lincoln, Los Angeles, New York, 

Oklahoma City, Salt Lake City, or Ponca City, Oklahoma. 


contact CONOCO =~ 
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TRAINING 


CLYDE McKALE (left), sales manager for the Seattle district, coaches two students 


EARL McKALE, founder of the company 


$287. By now the station manager is 
his principal instructor. 

To go beyond $287, an employe 
must prove himself to be a salesman, 
a proof that requires an average of 
six months and raises the employe to 
the rank of junior relief manager at 
$302 a month. He also must have 
completed the greasing of 20 cars and 
know sales techniques in testing and 
selling batteries. 

The training, divided regularly over 
the period, is carried on at the station 
under direction of the station manager. 

After an employe has finished each 
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of seven sections, he is given an ex- 
amination on the material covered 
before going on to the next. The seven 
sections cover salesmanship, station 
and equipment maintenance, apprais- 
ing and trading tires, station book- 
keeping and credit, personal relations 
and success habits, adjustments and 
complaints, and brake and wheel 
alignment. The employe is encouraged 
to read books on “selling” and “busi- 
ness success” from the company’s 
library. 

No more formal training is required 
to become relief manager, making up 
to $340 a month; assistant manager, 
$335 to $448, or manager, at $360 to 
$635, but sales performances con- 
stantly are reviewed and the laggards 
called back into class. Promotions 
depend on merit and accomplishments, 
not length of service. The average 
station manager has been with the 
company eight years and is a stock- 
holder, about one-half of the total 
stock being owned by employes. 

McKales’ “double windshield show” 
is designed to make the motorist a 
receptive customer. The average mo- 
torist, figures McKales, has two doubts 
in his mind as he enters a station: 
(1) whether he’s going to get waited on 
and (2) whether he’s going to get 
service. 

McKales attendants are trained to 
run to the car immediately, if pos- 
sible. If they’re tied up with other 
duties momentarily, they wave and 
smile to the motorist so he knows he’s 
not being ignored. Once at the car, 
they start giving service before taking 


the order to remove any doubt in the 
customer’s mind about getting it. 

The two attendants are trained to 
work in cadence, finishing the front 
windshield together, cleaning the front 
lights together and closing the doors 
together after having cleaned the 
interior. They check the oil and study 
the sticker on the door jamb to deter- 
mine the need for a grease job. One 
man checks the air, reports the pres- 
sure to the customer and asks him 
what it should be. If it should be 
down, the attendant has a lead toward 
a repair job or even a tire sale. 

After the attendant has made out 
the sales slip, he comments: “Let’s 
see, now. We've got gas, oil, wind- 
shield, water, air, checked lubrication 
—you're all ready to go. May I have 
your card, please?” 

If the customer doesn’t have a credit 
card, the attendant says, “You're en- 
titled to have one” and makes out an 
application for the person to sign. 

Although McKales’ salesmanship is 
ever-present, it avoids high pressure. 
It is designed to find and correct the 
customer’s automobile troubles and 
failures before they happen. One “no” 
from the customer ends a sales presen- 
tation. Similarly, if the customer is in 
a hurry and doesn’t want service, one 
word will call off the attendants. 

McKales operates on the theory, 
however, that the customer expects 
service and shouldn’t have to ask for 
it. Behind the prepared sales and 
service talks is the theory that the 
attendant, unless you give him some- 
thing definite to say, won't say any- 
thing. 


THE TRAINING RANGE 

Here are some excerpts from the 
seven sections of the training which 
makes a man a junior relief manager: 

Section I—Salesmanship. “Textbook 
to be used is our Tire Sales Manual. 
The student should keep a record of 
his approaches, demonstrations, etc., 
each month; and also his accumulated 
sales.” 

Section II—Station and Equipment 
Maintenance. “For one month, the 
student shall be assigned to Station 
and Equipment Maintenance with the 
responsibility for servicing all equip- 
ment and keeping up the service 
records on regular Grease Record 
Cards.” 

Section Ifl—Appraising and Trad- 
ing Tires. “During the month that this 
section is being covered, the student 
should be in charge of the used tire 
stock.” 

Section IV—Station Bookkeeping 
and Credit. “The student should be 
given experience, and an opportunity 
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to handle himself each operation of 
a bookkeeping or credit nature, han- 
dled in a station operation.” 

Section V—Personal Relations and 
Success Habits. This includes 19 con- 
ferences, at which the student and his 
manager discuss material in a Basic 
Manual on friendliness, “Customers 
Are Our Employers,” personal service 
and “Show Appreciation.” 

Section VI—Adjustments and Com- 
plaints. The examination for this sec- 
tion requires “a keen knowledge and 
understanding of the feelings and 
emotions of a complaining customer,” 
as well as a “knowledge and under- 
standing of the attitude” the employe 
should assume “to cause the complain- 
ing customer to feel that he is a 
friend.” 

Section VII—Brake and Wheel 
Alignment. “Training should include 
actually teaching the student to sell 
brake work from the gas aisles, the 
work areas, and the grease rack.” 

The pamphlet, Your Job at Me- 
Kales, tells the new employe that, 
“Our company is made up of people— 
500 of us. Take away our people with 
our traditions, our experience, and 
our ideals of service, and nothing is 
left but a group of service station 
properties, little different from thou- 
sands of others. We are organized for 
the purpose of earning a living by 
rendering service to our customers. 
We have found that together it is pos- 
sible to earn a better and more secure 
living than would be possible working 
as individuals.” 

The pamphlet points out that “it is 
difficult, almost impossible, for the 
average young married man with a 
family to get the training necessary 
to become a doctor, lawyer, architect, 
engineer or accountant. What then is 
left for the average ambitious young 
man who wants to get ahead? Here 
at McKales, we feel one of the very 
finest professions is open to an ambi- 
tious, intelligent man who is willing 
to be trained. That is the profession of 
the merchant or business man. You 
have been hired to become a business 
man.” 

Here’s the sales pitch the employe 
memorizes on the company’s motor 
oil: 

“Well, Mr. Smith, this is our Me- 
chanics’ Choice motor oil, a 100% 
pure paraffin-base heavy-duty oil that 
gives many more motor miles than 
ordinary oil. Mechanics’ Choice is 
scientifically treated and guaranteed to 
clean your motor and keep it free 
from acids, gums, varnish, sludge and 
corrosion. Mechanics’ Choice is sold 
on a money-back guarantee. That is, 
Mr. Smith, if you’re not satisfied that 
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PRESIDENT WISE (left), confers with his top executives: Robert E. Graf, Jr., 
vice-president and director, Seattle district manager; James Q. Ronald, secretary- 
director and comptroller; George F. Herrman, vice-president and director, San Fran- 
cisco district manager; and W. D. Groves, vice-president and Portland district manager 


it is the finest oil you’ve ever used, 
McKales will cheerfully refund your 
money. The nice part about it is that 
Mechanics’ Choice sells for only 5¢ 
per gallon more than ordinary oils. 
You want the added protection Me- 
chanics’ Choice gives your motor, 
don’t you, Mr. Smith?” 

Its Operation—McKales has no 
bulk plant, picking up its gas from 
Union terminals. In Seattle and San 
Francisco, the company operates 
trucks of its own, carrying 1800 gal- 
lons each. In Portland, distribution is 
handled by common carrier and Mc- 
Kales is studying the economics of 
this operation as compared to operat- 
ing its own trucks. The McKales 
trucks operate five days a week, usual- 
ly one but sometimes two shifts, while 
the common carriers are available six 
days weekly. 

Only McKales installations apart 
from service stations are its Nu-Tread 
tire retreading factories, one each in 
Seattle and San Francisco, although 
some stations specialize in some kinds 
of mechanical work, such as wheel 
alignment. 


THE NEW PRESIDENT 


Tommy Wise was brought up in 
California, started with Union in 1930 
at Palm Springs, Calif., before that 
town became the popular resort it is 
today. He was manager of a bulk plant 
with service station. He managed bulk 
plants in a number of other California 
cities, including Needles, Corona and 
El Centro, before being named super- 
visor of retail sales in Arizona in 
1941. Here he met Earl McKale, a 
frequent visitor there for his health 
(arthritis). Wise went to the company’s 
Los Angeles headquarters in 1944 as 
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supervisor of refined oil sales, then up 
to Salem, Ore., as district manager 
and to Seattle as manager of sales’ 
services. He returned to Los Angeles 
as manager of the company’s market- 
ing division, moved to Seattle in 1952 
as Northwest manager. 


THE PIONEER 


Earl McKale started his first station 
in Seattle in 1922 to increase store 
traffic for the tire business he estab- 
lished in 1917. His second station 
came within two years and by 1931 
he had nine. 

In 1931, a depression year for most 
business firms, he expanded into San 
Francisco with three stations which 
since have grown into 17, the same 
as in Seattle. Three years ago he went 
into Portland, again with three sta- 
tions, since grown to nine. Most of the 
stations are owned outright. The com- 
pany has some 500 employes, boasts 
it never has had to lay a man off for 
lack of business. 

He claimed the highlight of his 
career came when he opened his sec- 
ond station. That was the turning 
point, he said. If he could operate two 
stations, he could operate any number. 
With two, or 42, you had to depend 
upon station managers, rather than 
yourself, and success depended on 
training those station managers. 

Earl believed in selling hard on a 
few items rather than spreading your 
shots on a lot of merchandise. 

He was born on a farm in Kansas, 
came West to seek his fortune (he 
made it, becoming a millionaire). He 
sold newspapers in Salt Lake City, 
“hawked” magazines and souvenirs on 
Union Pacific trains from there to Los 
Angeles before moving to Seattle, 
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started his first service station with 
borrowed money. 

Although McKale believed in good 
personnel relations, actually he was 
shy with his employes, and didn’t mix 
much with them. In later years, with 
health poor, he devoted lots of atten- 
tion to bridge playing, became an ex- 
pert at it, and played that game just 
as hard as he did the service station 
business. 

McKale had been trying for several 
years to get Tommy Wise to come 
with the company, finally got him. 
Wise appears to be strong where Mc- 
Kale was weak—in relations with em- 
ployes. He’s a very friendly guy who 
frequently visits the stations, makes 
friends with the operators. 

McKales’ three vice-presidents— 
Robert E. Graf, Jr., George F. Herr- 
man and W. D. Groves—are district 
managers at Seattle, San Francisco 
and Portland, respectively, while 


James Q. Ronald is secretary-director 


FOUR-PUMP ISLAND was a first 


and comptroller. 

In its 37-year history, 
claims the following firsts: 

1. Designed and built the first 
super-service station in the Pacific 
Northwest. 

2. Provided the first air-and-water 
service at the gasoline pumps. 
the first 


McKales 


Gasoline Island Service” procedure. 

4. Issued “McKales Preferred Serv- 
ice Card,” which it claims is the first 
credit card for gasoline, oil and ac- 
cessories in the oil industry. 

5. First to sell tires on terms of 
“Nothing Down and 6 Months to 
Pay.” 

6. First to train and maintain lubri- 
cation specialists. 

7. First to guarantee a 
grease job.” 

8. First to relieve customers of all 
risks and hazards in using their tires 
by an unconditional guarantee for a 
definite period of time and a fixed 
mileage. 

9. First to set up a vacation pro- 
gram with double pay. 

10. First to establish the 5-day, 
40-hour week, with a 48-hour week 
salary, in the independent retail serv- 
ice station industry. 

11. The first one-island station de- 


“perfect 


3. Organized 


“Regular 


sign serving four cars. 
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Gasoline Consumption by States, April, 1954+ 


(American Petroleum Institute figures) 
Tax Ratet- Month o' 
April March 1954 April 1954 April 1953 
Cents Gallons Gallons 
Alabama. . 6 
Arizona...... 5 


Arkansas 6% 42011 ,000 
California . 431,171,000 
Colorado 42,772 ‘000 
Connecticut 50 ,551 ,000 
Delaware. . 9,491 ,000 
District of Columbia 17 ,321 ,000 
Florida..... 117 ,525 ,000 
Georgia 87 ,456 ,000 
Idaho 18 ,356 ,000 
Illinois 211 ,028 ,000 
Indiana. . 122 ,831 ,000 
NS ini a ns 80 .059 000 


Kansas.... 71,640 ,000 
Kentucky 


Louisiana. 
aine.. 
Maryland 
Massachusetts 
Michigan... . . 
Minnesota... 
Mississippi. . 
Missouri 








-—— 4 Months Ending With —— 
April 1954 April 1953 
Gallons 
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"162,000 
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,227 ,000 
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559, "000 215 ,861 ,000 


,566 ,000 
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, 387 ,000 
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050 ,000 
,575 ,000 
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91 "255 ,000 
48 ,878 ,000 


124558 5000 wt ‘567, "000 


8 ,913 ,000 
17 ,542 ,000 
,468 ,000 30 ,302 ,000 

, 799 ,000 44251 ‘000 
,618 ,000 06 ,982 ,000 

5 256 ,000 , 858 ,000 
, 149 ,000 ,000 
, 747 000 372 ,190 ,000 
, 883 ,000 ’ ,000 
,378 ,000 ‘ ,000 


433/541 |000 
67 ,013 000 
156 |764 |000 
29 '082 000 
40 |991 000 
479 '917 000 
95 |666 000 
914/410 '000 
370779 (000 
67 031 |000 
789 '967 |000 


40, 173. "000 
7 842 ,000 
11/280 '000 
133 ,508 ,000 
24 ,608 ,000 
252 ,937 ,000 
108 , 255 ,000 
16 ,087 ,000 
213 ,395 ,000 


_ 
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New Hampshire 
New Jersey. . 
New Mexico.... 
New York 
North Carolina 
North Dakota 
Ohio 

Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee. . 
Texas... 

Utah 

Vermont 
Virginia..... 
Washington..... 
West Virginia. . 
Wisconsin. ...... 
Wyoming. . 


140; 177, ,000 

24 | 435 ,000 

263 ,043 ,000 

101 ,862 ,000 

28 ,010 ,000 

223 243 ,000 
) 


POON OADHON AMARANTH RDARWORORIKMONANORON 
ON ND AONW MND DHDONWARAASCHNWOOBDH AIK ONUMARIW’ 
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(a . ‘ 
47 ,907 ,000 ,493 ,000 J ,000 
221 ,741 ,000 < ,189 ,000 
16 ,908 ,000 ’ é 2 ,000 
50 ,428 ,000 50 ,990, 90 |: ,000 
24 ,470 ,000 “! r x ,000 
76 ,094 ,000 r 93 586 ,000 
366 ,506 ,000 7 ¥ 3 J ,000 
21,149 ,000 j ‘ 7,515 ,000 75 .051 ,000 
8 415 ,000 7 " 30 ,797 ,000 29'516 000 
,000 325 ,651 ,000 
,000 238 ,259 ,000 
32/812 '000 7 ,000 
97 ,150 ,000 94 ,097 ,000 4,000 
10,694,000 12/038 |000 11:711,000 41, ‘833, 000 
Total 47 States and D. of C... ~ 4, 055, 750, 000 4,198 ,702 ,000 4,128 ,080 ,000 15, 355, 574 ,000 
Daily Average. . . 130 ,831 ,000 139 ,957 ,000 137 ,603 ,000 127 ,963 ,000 
Change from previous year: 
Total change +503 ,394 ,000 
+3 39%, 


46 ,264 ,000 167 ,781 ,000 
212 ,316 ,000 781 ,514 ,000 
60 ,571 ,000 
188 ,412 ,000 
76 ,646 ,000 
277 ,457 ,000 
1,560 ,469 ,000 


oe) 


35, ‘456, "000 
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89,751, "000 


14,852,180 ,000 
123 ,768 ,000 
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Percentage change i in Daily Average. 


é, 
tIn general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether it was for a taxable or nontaxable purpose 
{These are state tax rates per gallon. In addition there is the federal tax of 2¢ per gal. 

(a) Not reported at time of publication. 


+70 ,622 ,000 
41,71% 
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GARROWAY 


... will be 


SELLING YOUR ANTIFREEZE 
on National TV This Fall! 


Here’s big news for every service station operator in the 
country! Dave Garroway will head a powerful network 
television promotion for antifreezes sold by major oil 
companies this fall. 

Sponsored by The Dow Chemical Company, producer of 
glycols and other raw materials used in the finest anti- 
freezes, the big advertising campaign will be carried on 
TODAY, Garroway’s popular daily show, throughout the 
antifreeze buying season. Appearing Monday through 
Friday on the full NBC television network, TODAY is 
seen by twelve million viewers every week—and its selling 
power has been proved again and again! 


Four times weekly, from mid-September through Thanks- 


giving, Garroway will be telling your customers about the 
value of good cooling system maintenance—and the 
importance of using a modern, all-winter antifreeze made 
by the same people whose gas and oil they buy. The show 
is going to build sales of the oil company antifreezes. It can 
build sales for you if you promote your company’s brand. 
Let your customers know that your station is the place to 
buy the antifreeze they heard about on TODAY. 


You'll enjoy increased sales but, more than that, you'll 
be building the reputation of the company whose name 
you display—building public esteem for your own place 
of business. Don’t miss out on this great opportunity. 
THE DOW CHEMICAL COMPANY, Midland, Michigan. 


you can depend on DOW CHEMICALS 
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| Auto-Lite Neosheath 
Spark Plug Wire 


New Neosheath Spark Plug Wire sets stop “flash- 
overs” or “short-out” due to moisture on spark plugs. 
Easily installed, tailored sets require no cutting or 
fitting and only 4 universal Neosheath sets provide 
complete coverage for most popular cars. 


} 
‘ 


Auto-Lite Powerline 
Battery Cable 


Famous Auto-Lite Battery Cable offers anti-corrode 
Power Line Terminals made of pressure-cast alloy to 
resist corrosion. Power Line Terminals are specially 
designed with “thimble-shaped” bumper blocks to 
fit right and hold tight . . . help you give customers 
greater performance. 


Auto-Lite Flextrand : 
Primary Wire 


Auto-Lite silver-sheathed “Flextrand” primary wire is 
highly resistant to attacks of heat and oil. Higher 
number of strands offer greater flexibility for easy 
installation, greater strength for longer service life, 
and greater resistance to vibration for reduced 
failures. 


Tune in “SUSPENSE!"’. . . CBS Television Tuesdays 





ut in front with 


Froven Sales Leadere 


Original factory equipment on millions 
of America’s finest cars, trucks and tractors 


sastiy Md 


sae EERIE 


K For move prott/ 
X For customer 


ig WILL PAY you to check the 
Auto-Lite Wire and Cable line 
. . . the complete line with proven 
sales leaders like new Neosheath 
Spark Plug Wire, Flextrand Pri- 
mary Wire and Power Line Battery 
Cable with the new Power Line 
Terminal that holds tight. All three 


i For repeat sales/ 
satistaction { 


of these outstanding leaders are 
original factory equipment on mil- 
lions of America’s finest cars, trucks 
and tractors. Cash in on this huge 
ready-made market for bigger prof- 
its. Sign up with Auto-Lite today 
.. . the best-advertised name in the 
automotive after-market. 


THE ELECTRIC AUTO-LITE COMPANY 
Spark Plug Division 


Toledo 1, Ohio 


Teorento, Ontario 


Order from your Auto-Lite supplier today! 


AUTO-LITE wite and cabt 
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TECHNIQUES OF FIGHTING flammable liquid, gas, chemical and electric fires are taught at Ansul school 


How Oil Men Learn To Battle Fire 


Oil men are going to school—learning to battle fire, the indus- 


try’s ever-present enemy. 


The learning is done on a five acre tract adjoining the Ansul Chem- 
ical Co. plant in Marinette, Wis. Periodically, Ansul invites repre- 
sentatives from all industries to three-day training courses in fire 


fighting. 

By actually using fire fighting 
equipment designed for each 
type of blaze involved, the stu- 
dents are taught the proper 
methods of putting out fires rang- 
ing from small pan blazes to 
800-sq.-ft. infernos. 

An NPN reporter attended a 
session which counted among 
its delegates 30 representatives 
of Ohio Oil Co. 

They came to Marinette from such 
widespread points as Findlay and 
Lima, Ohio; Shreveport, La.; Hous- 
ton, Midland and Price, Texas; Rock 
Springs, Cody, Casper and Greybull, 
Wyo.; Martinsville, Bridgeport and 
Robinson, Ill.; Indianapolis and James- 
town, Ind.; Tulsa and Chickasha, 
Okla., and Sidney, Nebr. 

The Ohio Oil contingent included 
safety superintendents and supervisors 
and representatives of the production, 
pipe lines and terminal departments. 

School’s History—Since Ansul 
started its school some 14 years ago, 
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more than 1,600 persons, under the 
tutelage of some of the best industrial 
experts in the nation, have learned the 
techniques of fighting flammable 
liquid, gas, chemical and electrical 
fires. 

The school first was organized to 
teach Ansul salesmen how to use the 
company’s pioneered line of dry 
chemical fire extinguishers but soon 
was expanded to include courses in 
fire fighting for employes of its cus- 
tomers and distributors. 

When the Ohio Oil Co. men visited 
the training field, they found storage 
tanks with a capacity of 2,000 gal. 
of gasoline and 1,200 gal. of liquid 
propane, a fire test house, concrete 
slabs for large area fires, steel pans 
and large pits for burning flammable 
liquids, and pumps and piping to 
duplicate pressure fire conditions 
found in industry. 

What Fire Is—First, they were told 
that fire may be represented as con- 


sisting of a triangle composed of three 
necessary elements—fuel, oxygen and 
heat. A fire will cease to exist if any 
one of the three component parts is 
removed. Heat may be eliminated by 
cooling, oxygen by excluding air, and 
fuel by removing it. 

In most cases, they learned, the re- 
moval of fuel from a fire is impracti- 
cal—although flammable storage 
tanks often are arranged so that if 
one catches fire, its contents may be 
pumped to an isolated empty tank. 

Cooling can be accomplished by 
applying a substance which absorbs 
heat, the most common being water. 
Water absorbs heat, first, in being 
raised to its boiling point and, second, 
in being turned from boiling water into 
steam. The heat thus absorbed is 
taken from the fire and reduces its 
temperature accordingly. 

Oxygen may be removed by cover- 
ing the fire—as with dirt, foam or a 
wet blanket so air cannot reach it. 
Oxygen also may be reduced by 
blanketing the fire with another gas 
heavier than air, which displaces the 
oxygen from the fire area. 

Examples of this are the use of 
carbon dioxide gas and carbon tetra- 
chloride vapor. Dry chemical extin- 
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OHIO OIL “students” start at 8 a.m. with a briefing 


guishers also exclude oxygen from the 
flame area by replacing it with the 
carbon dioxide gas and water vapor, 
which is generated when the dry 
chemical is heated by the flame. 

How It’s Done—tThe first fires put 
out by the Ohio Oil trainees were in 
gasoline-filled steel pans. They were 
taught that three main steps are nec- 
essary: 

@ Knock down the flame intensity. 

e Extinguish near flames. 

e Extinguish remaining flames. 

To reduce the intensity of the 


FIRST ACTUAL training is with portable extinguishers 


flames, the operator is told to direct 
the dry chemical stream at the base 
of the flames, moving the stream 
rapidly from side to side to gain full 
coverage. 

After the intensity is reduced, the 
stream is dropped to include the near 
edge of the pan. The high steel sides of 
the pan will cause flames to hold along 
the near edge unless the dry chemical 
stream is directed to cover them. 

To extinguish the fire completely, 
the stream must be raised and directed 
along the rear edge of the pan. 


= 
ro re © 
+ oe. 4 


RALPH E. SIMON, Ohio Oil, Houston, makes his first try 
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BOB SCHELDT “lectures” on dry chemical extinguisher 


These three steps are hardly distin- 
guishable on small fires but as the size 
of the blaze increases, more time is 
spent on each phase of the operation 

Gasoline Spill Fires—The Ohio Oil 
representatives were taught that gaso- 
line spill fires are properly fought in 
two ways: 

For small blazes, where the entire 
frontal width can be covered by the 
sweep of the dry chemical stream, 
students were told to attack the fire 
from the front. The dry chemical is 
discharged over the entire spill area, 
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extinguishing the flames from the front 
to the back. 

On larger spill fires, where the en- 
tire frontal width cannot’ be covered 
by the sweep of the dry chemical 
stream, the initial attack is made from 
one side of the front edge, letting the 
dry chemical extinguish the flames 
through the spill area, and gradually 
working the stream across the front of 
the fire until the other side is reached. 
This last technique is commonly re- 
ferred to as a “wipe.” 

When the Ohio Oil Co. men had 
completed their three-day course, each 
was presented with an Ansul Fire 
School diploma. They all then were 
prepared to return home and teach 
other employes of their departments 
in the proper use of fire fighting equip- 
ment. 

Six three-day fire fighting sessions 
out of a scheduled total of 11 have 
been held so far this year, with the 
next set for Aug. 16-18. 

The last session of 1954 will begin 
Sept. 20. Three sessions are scheduled 
in August and two in September. 

Besides representatives from the pe- 
troleum industry, firemen from mil- 
itary and municipal departments have 
taken the course. 

Ansul provides all instruction and 
equipment free; students pay only 
their transportation costs to and living 
costs in Marinette. 
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THE STUDENTS practice fighting all types of fires from small blazes to raging infernos 
and receive instructions on maintenance and operations of equipment. Upper left, John 
L. Firmin, safety supervisor from Findlay, Ohio, makes sure to blow off remaining 
pressure after fire is out to prevent hose-plugging. Above right, Firmin and J. W. 
Gillespie practice on-the-spot recharge. Below, two Ohio Oil men pull 150-Ib. dry 
chemical wheeled model into position 








REST 
ROOM 


A TEXACO DEALER SERVICE 
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of America’s most powerful 


Texaco tells the Registered Rest Room story with full 
pages in color in leading magazines — to an audience 
of over 50-million! 





2 SMART TRAVELER! 


Billboards all over America deliver the same message 
— at an average of 30-million times per day! 
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ealer Sales Builders’ 


\ herever these signs are up... it’s a safe bet sales are 


up, too! More motorists all over America see them every 


day than any other signs in the service station business. 


Behind them is Texaco’s powerful advertising pro- 
gram... full color in leading magazines . . . eye-catching 
billboards from coast to coast... display, direct mail and 


other station promotion materia] 


These signs are a sales-winning combination . . . and 


just two of the many reasons why Texaco Dealers are 


such busy dealers! 


THE TEXAS COMPANY 
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Semi-Automatic Drum Filler 


One operator can fill 55 gal. drums 
at the rate of 60 per hour, depending 
on the liquid, by using a “double 
diaphragm” filling device. Manufac- 
turer claims the unit assures filling 
accuracy within 1/1000 per cent in 
30 or 55 gals. Can be equipped with 
either hand- or air-operated controls. 
The machine is vibration-free, quiet 
and said to be maintenance free. 
Weighs 350 Ibs. and is 66 in. high. 
Drum Equipment Corp. 

Circle No. 1 on Reply Coupon 


Fuel Tester Simplifies Servicing 


Using a portable fuel unit tester, 
an operator can quickly discover 
sources of fuel unit or pump trouble 
in oil burners. The testing unit enables 
the serviceman to determine whether 
full efficiency can be restored to the 


e FOR FURTHER INFORMATION 


burner by making a repair instead of 
buying a complete replacement. 
Kingsley Mfg. Co. 

Circle No. 2 on Reply Coupon 


Natural Rubber Tank Lining 


Natural rubber tank linings are now 
available as an addition to this com- 
pany’s line of neoprene, saran rubber, 
polyethylene and plasticized chloride 
sheet and tank linings. Besides plant 
installed linings, field installations are 
also possible. Atlas Mineral Products 
Co. 

Circle No. 3 on Reply Coupon 


Industrial Paging System 


This industrial sound system com- 
bines paging with two-way intercom- 
munication. Two types of installations 
are available, a desk set and a wall- 
mounted set. Included in the installa- 


On equipment or literature described in this issue: CIRCLE THE NUMBER 


® Readers’ Information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd St., New York 36, N.Y. 


Your inquiry will be forwarded to the manufacturer. Void after Nov. 3, 1954. 
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tion are 20-in. diameter speakers for 
positioning in a plant. The manufac- 
turer claims the speakers will over- 
ride the sound of noisy machinery 
and other noise producing operations. 
Automatic time signals, fire and other 
emergency alarms and emergency 
paging will take priority over other 
conversations then on the wire. Ex- 
ecutone, Inc. 

Circle No. 4 on Reply Coupon 


Slide Rule Conversion Table 


A slide rule replacing the old table 
of linear, energy, liquid and other 
equivalents, is now available. The 
manufacturer claims the rule makes 
reference to tables unnecessary by 
providing a single setting and no 
computation. Pickett & Eckel, Inc. 

Circle No. 5 on Reply Coupon 


‘Black Mercury’ Thermometer 


Thermometers are now available 
using black mercury filled tubes 
rather than silver mercury tubes. 
Maker says the new type is easier to 
read than the silver colored mercury 
filled tubes because of the contrast 
between the white background and 
the black thread. H-B Instrument Co. 

Circle No. 6 on Reply Coupon 


Device Gives Emergency Light 
Battery-powered emergency unit 
provides light instantly in case of 
power failure, thus preventing panic, 
injury, possible sabotage, work stop- 
pages, says manufacturer. Has an au- 
tomatic recharger operating on stand- 
ard electric power which prevents 
battery from losing power and keeps 
it at peak capacity. Unit weighs 50 
Ibs., including 100 amp battery and 
has two, 5,000 cp flood or spot lamps 
mounted on top. Hobby & Brown 

Electronic Corp. 
Circle No. 7 on Reply Coupon 
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Pump Data Made Easy 


Simple language and easily under- 
stood diagrams bring fundamentals of 
centrifugal pumps down to earth in a 
new 12-page book. The pamphlet is 
aimed at pump operators and instal- 
lation and maintenance men. It ex- 
plains the principles of operation, de- 
fines various terms used in pump 
calculations and works out typical 
pump problems. Ingersoll-Rand Co. 


Circle No. 8 on Reply Coupon 


Truck Story Told 


The story of the motor truck’s in- 
fluence on American life is highlighted 
in a new booklet called What Do You 
Know About Trucks? In a light, non- 
technical style, the three-color, 12- 
page publication covers basic informa- 
tion on truck transportation. Included 
are production, registrations, exports, 
taxes, employment and the variety of 
services trucks perform. The booklet 
is illustrated with sketches and simple 
charts. Automobile Manufacturers 
Assn. 


Circle No. 9 on Reply Coupon 


Lift Trucks Cataloged 


Descriptions and pictures of a new 
series of gasoline fork lift trucks are 
included in an eight-page brochure. 
Among features described in the book- 
let are fluid coupling, which has been 
built into the fly wheel to reduce over- 
hang and overall length; a specially de- 
signed muffler to produce a cooler run- 
ning engine, and hypoid gear drive 
with four-pinion differential. A page 
is devoted to describing attachments 
that do a variety of handling jobs. 
Yale & Towne Manufacturing Co. 


Circle No. 10 on Reply Coupon 


Booklet Promotes Washers 


Five models of automatic overhead 
car, bus and truck washers are de- 
scribed in an eight-page brochure. 
Ranging in price from $995 to $3,300, 
the washers will clean a vehicle in 7 to 
10 minutes. The design involves no 
special bay. The washers can roll flat 
against the wall when not in use and 
are completely self-contained, includ- 
ing connections for water and elec- 
trical supply. The overhead track 
models permit unobstructed use of the 
wash area for other purposes during 
non-wash periods. Jetomatic, Inc. 


Circle No. 11 on Reply Coupon 


NEWS OF MANUFACTURERS 





White Revamping Distribution 


White Motor Co. is consolidating 
the distribution facilities of White and 
Autocar trucks, says President Robert 
F. Black, to “bring about further 
economies.” But he doubts the full 
effect of those economies will be re- 
flected in this year’s operations be- 
cause the integration process is com- 
plex and will not be entirely completed 
until the last quarter. 


Pump Repair Firm Grows 


Par-Tee Co., Spencerville, Ind., has 
moved into enlarged plant facilities 
as it enters its 30th year of repairing 
and rebuilding gasoline pumps. Lo- 
cated within a few miles of Ft. Wayne, 
Ind., the company originally was 
organized to serve pump manufac- 
turers. Its principal customers now 
are major and independent gasoline 
marketers. 


Battenfeld Marks 35th Year 


Battenfeld Grease & Oil Corp. of 
Kansas City, Mo., is celebrating its 
35th anniversary this year. 

Opening in 1919, the Battenfeld 
firm began with one small plant and 
has grown to one of the largest inde- 
pendent grease manufacturers in the 
world. The factory now covers the 
equivalent of several city blocks. 

In 1932, the Waterproofing Divi- 
sion was added to the company. Since 
that time, a complete line of water- 
proofing and maintenance products has 
been produced and sold. 


Erie Buys Rockwell Meter 


Erie Meter Systems, Inc., has con- 
tracted with Rockwell Manufacturing 
Co. to purchase the Pittsburgh one- 
inch Two-Piston Meter and Repair 
Parts business for filling station gaso- 
line dispensing pumps. The transaction 
involves the complete inventory of 
these meters and parts, as well as all 
production machinery, tools, patterns 
and dies for production at the home 
office plant under the Erie name and 
warranty. 


Mack Wins Advertising Award 


Mack Trucks, Inc., has been given 
a Putman Award, one of the major 
awards in the advertising industry, for 
its campaign to recapture sales leader- 
ship in the Diesel-powered truck and 
tractor market. Mack received the sec- 
ond prize of $1,500 and a citation. The 
Mack campaign was initiated in the 
fall of 1953 to promote its new Therm- 
odyne Diesel engine. 
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Adsorbent Firm Moves 


Floridin Co., manufacturer of com- 
mercial adsorbents, has established ad- 
ministrative and executive offices in 
Tallahassee, Fla. A branch office will 
be maintained at Warren, Pa., where 
Floridin had maintained headquarters 
for 43 years before the move. 


Fruehauf Cites Drivers 


Ninety-four drivers in Fruehauf 
Trailer Co.’s drive-away division have 
been given safety citations for out- 
standing performance and safe driving. 
The men aggregate 255 years and 25.5 
million miles of accident-free driving. 
Individual safety records range from 
100,000 to 800,000 miles. 


Electric Company Expands 


The Blue M Electric Co., manu- 
facturers of electric ovens, furnaces 
and related temperature control 
equipment for laboratories, pilot 
plants and production, is making its 
fifth expansion in eight years on 
Sept. 15. The company will move 
in to their new 22,000 sq. ft. plant 
on a two-acre plot in Blue Island, 
Ill., a Chicago suburb. 


Microwave Setup Being Built 


Standard Oil (Ind.) is building its 
first microwave communications sys- 
tem between its Mandan, N.D., re- 
finery and its Moorhead, Minn., 
pumping terminal. The setup will pro- 
vide two-way radio facilities along 
the 200-mi. Mandan-Moorhead pipe- 
line. The equipment was scheduled to 
be completed by Aug. 1. 


Crown Can Breaks Ground 


Crown Can Division of Crown 
Cork & Seal Co., Inc., has broken 
ground for its new $4.5 million lithog- 
raphy plant in North Philadelphia. 
Officials said the plant will be the 
“most modern of its kind in America.” 
It is scheduled for completion in the 
spring of 1955. 


Institute Moves to New Office 


The Institute of Boiler and Radia- 
tor Manufacturers is moving Aug. 11 
to new and larger offices at 608 Fifth 
Ave., New York City. The I-B-R will 
add a heating engineer to its staff as 
a technical secretary who will handle 
requests from the field for technical 
information. The Institute also plans 
to broaden its research and engineer- 
ing activities. 
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We smash truck axles 


in the new Timken-Detroit indoor proving ground 
... and only Timken has it! 


We twist, bend, jounce and jerk them. Duplicate every possible operating 
condition. Then toss in some “‘torture-tricks” of our own. 


It’s calculated destruction! But we 
know, and can tell you in advance, that 
a Timken-Detroit axle can take a mur- 
derous beating on the job. 

Our “Torture Chamber” is a multi- 
thousand acre proving ground capsuled 
into one room! In it our engineers can 
put 50 years of experience to work . . . 
for you . . . experience gained in build- 
ing axles for trucks, buses, trailers, farm 


machinery. Stock axles and gearing are 
subjected indoors to any outdoor op- 
erating condition—under scientific con- 
trol and analysis. 

The result? You enjoy longer axle life; 
less maintenance, repairs and down- 
time; lower operating costs, higher 
profits. Good reasons why Timken- 
Detroit axles are the choice of the lead- 
ing manufacturers and owners. 





How TDA proves axle quality 
in this “Torture Chamber” 


We take an axle out of stock...then 
run a test like twisting the axle 
shaft 14°, backward and forward— 
36 times a minute, 24 hours a day, 
days on end. Or simulate a chuck 
hole shock every 4 seconds, 24 
hours a day for months. Even “bend 
test” an axle housing for 1,000,000 
cycles. 





ticks 


This is our “Torture Tester.’’ He 
gives axles and gearing the works 
in the “Torture Chamber.” Above 
him are graphs showing speed and 
torque performance under any con- 
ceivable operating condition. Soft 
ground .. . twisting roads . . . long 
grades or fast highway speeds. 
With special dials, recorders, and 
electronic devices he actually drives 
the axle with scientific precision — 
from his chair! 





Now get more profitable truck performance 
than you ever dreamed possible! Specify... 


TIMKEN-DETROIT Z-SPEED AXLES 


because: 


1. TDA two-speed double-reduc- 
tion axles of Hypoid-Helical design 
provide both fast and slow ratios with 
two sets of ““Man-Size” spur gears of 
liberal capacity. This simple design 
eliminates small, complicated ar- 
rangements of parts . . . improves per- 
formance. ..increases engine and gear 
life . .. cuts maintenance and repairs 
... fewer service parts required. 


2. You get INSTANT, easy shifts . . . 
fast to slow — or slow to fast. 


TRADE MARK REGISTERED 


“TORTURE-TESTED” 


3. TDA’s wider range of gear ra- 
tios . . . gives you combinations for 
any hauling requirement. For your 
present or new truck you can have a 
fast gear ratio for light loads every- 
where—full loads on the level. Slow 
speed ratio for full loads on hills—for 
better pulling in “soft going.” It all 
adds up to more profit per load and 
increased engine life. 


4. Hypoid-Helical Gearing in- 
creases gear life... requires less main- 
tenance. TDA two-speed axles give 
you a hypoid gear set in the first re- 
duction . . . pinion is bigger . . . more 
teeth in contact, less load area per 
tooth. Larger pinion bearings and 
stronger ring gear. Torque transmit- 
ting capacity is increased. Only TDA 
offers a family of 7 basic axle capaci- 
ties with interchangeable single 
speed, single reduction, single speed 
double reduction and two speed 
double reduction carriers. 


5. Only TDA has “Torsion-Flow” 
forged axle shafts. This process 
makes grain structure conform to 


FREE! Simple information card 
explains how Timken-Detroit 


profile of shaft. Stresses are uni- 
formly distributed throughout shaft 
flange failures are practically non- 
existent. Exclusive heat-treating 
formula gives tough, hard outer sur- 
face graduated toward center of 
shaft . . . the ideal combination of 
axle performance characteristics. 
TDA “Torsion-Flow” shafts have ex- 
clusive guarantee of 100,000 miles or 
three years, whichever occurs first. 


6. Only TDA hot-forged steel axle 
housings prove in tests to be pound 
for pound the strongest, most rigid 
ever built. Actually deflect 20% less 
than conventional housings of same 
capacity. Rectangular TDA housing 
shape provides maximum strength, 
uniform stress distribution, with 
minimum weight. Ask about “Life of 
Vehicle” guarantee. 


Timken-Detroit Axle Division 
Rockwell Spring and Axle Company 
Detroit 32, Michigan 


to Save Money on the Job Easy-Power Shift and Two-Speed 
axle operates when shifting axle 


only —or split shifting, in 2 easy 


Please send me the free information card mentioned at left, 
explaining how the Timken-Detroit Easy-Power Shift Two- 
Speed Axle operates. 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


Name 
Plants at: 


Detroit, Michigan 
Oshkosh, Wisconsin + Utica, New York 
Ashtabula, Kenton and Newark, Obio 
New Castle, Pennsylvania 


Company 
Address 


City. 














MORE SERVICE STATIONS 
USE 


IRON TIREMAN 


THAN ALL OTHER 
BRANDS COMBINED 


- » « only 
$109.50 


Fort Dodge, lowa 


Does more work faster, easier . . . yet costs 
ap to $100 less. These are the reasons why the 
Coats Iron Tireman is the overwhelming first 
choice of more than 430,000 service stations. 
Gives you real, money-making savings in time, 
backbreaking labor that give you profits on 
every tire service job. Makes you tire service 
headquarters to attract and hold customers for 
bigger petroleum product and TBA sales. Sim- 
pler, too . . . anyone can operate it. To build 
your all-round station profits, do as most 
service stations do . . . choose the Coats Iron 
Tireman, America’s number one tire changer. 


DOES MORE 

Handles all sizes, all plies of passenger car 
tires including safety tubes, tubeless tires. 
SIMPLER 

Easy foot pressure locks tire firmly in position. 


TWO-WAY BEAD BREAKER 

Easily, safely breaks top and bottom beads. 
Powerful leverage frees toughest beads includ- 
ing special locking and frozen beads. 
EASIER ON TIRES 

Smooth rollers take tire off or put it on the 
rim in just 30 seconds without damage. A 
Coots exclusive. 

BUILT FOR YEARS OF SERVICE 

Simplified design, quality materials, fine work- 
manship mean long, trouble free performance. 
COMPLETE LINE OF ACCESSORIES 
Everything you need to make the Iron Tireman 
service passenger cor, truck, and tractor tires. 


GET ALL THE FACTS TODAY ... WRITE— 
JACK P. HENNESSY SALES CO. 
“Tubeless Tire Specialists” 


12 DEPOT SQUARE 
ENGLEWOOD, N.J. 


COATS COMPANY 


FORT DODGE IOWA 
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E. W. Theilig R. K. Grobholz 
E. W. Theilig and R. K. Grobholz 
have moved up in the Worthington 
Corp. power pump section following 
its recent move from Harrison, N. J., 
to Oil City, Pa. Theilig now is chief 
engineer of the power pump engineer- 
ing department and Grobholz is man- 
ager of the reciprocating pump sales 
section. Both will maintain headquar- 
ters at Oil City. 
8 
Herbert J. Reid succeeds H. Leon 
Moran as factory manager of the Ft. 
Wayne, Ind., plant of the United 
States Rubber Co. mechanical goods 
division. Moran is new products man- 
ager for the division. 
e 
Roy Fruehauf, president of Frue- 
hauf Trailer Co., has been honored by 
the Automotive Council of Los An- 
geles as the person “having done the 
most during the past year for truck- 
ing and transportation.” Fruehauf’s 
selection was unanimous and was 
based in part on his effort in the field 
of legislation affecting the automotive 
industry. 
° 
Jack G. Allen, formerly vice presi- 
dent and general sales manager of the 
Bingham-Herbrand Corp., Fremont, 
Ohio, now is president, general man- 
ager and a director of Artisan Metal 
Works Co., Cleveland. 
© 


Howard H. Buckingham has been 
appointed Midwest and Southwest 
trailer axle sales representative for the 
Timken-Detroit Axle Division of the 
Rockwell Spring and Axle Co. Buck- 
ingham is a 16 year veteran of the 
trucking industry and has been serving 
as a service-sales representative in the 
eastern United States. 

. 

James D. Helm has been named 
sales manager for mobile communica- 
tion equipment and special accounts 
by General Electric Co., Syracuse, 
N.Y. Helm will direct national sales 
of G-E two-way radio equipment from 
a Syracuse office. He has been with 
G-E since 1943, and in 1945, was ap- 


pointed a communications equipment 
sales engineer. In 1951, he was made 
sales manager for special industrial 
accounts. In May, 1954, he became 
sales manager of special accounts. 

e 

Bill Bailey Sr., of William R. Bailey 

& Son, has moved his oil equipment 
jobbing business from Elbridge, N. Y., 
to Bradenton, Fla. His new Florida 
address is 3502 14th St. West, Braden- 
ton. 

e 


William A. 
Davis Jr., Char- 
lotte, N. C., is 
representing Vul- 
can Copper and 
Supply Co., Cin- 
cinnati, Ohio, in 
the southeastern 


states area. Davis 

a has served as a 
ae design, process, 

W. A. Davis, Jr. 


sales engineer 
and manufactur- 
er’s agent with various companies in 
the area in which he now is working. 
He represents the Vulcan engineering, 
manufacturing and construction divi- 
sions. 
* 

A. M. Aikman is the new presiden. 
and general manager of John Wood 
Co., Ltd., of Canada. Aikman was 
with John Wood’s Chicago plant from 
1927 to 1948 and, for the past five 
years, has been vice president and gen- 
eral officer of the U.S. company in its 
New York City executive offices. Aik- 
man will be located at the Canadian 
company’s Toronto head office. 

7 

Charles F. Lenhard has taken over 
as manager of National Can Corp.’s 
Cleveland, Ohio, plant. Lenhard for- 
merly was plant engineer and assistant 
plant manager of the Standard Oil Co. 
(Ohio) lithograph can factory. 

+ 

Ross Osterhout has been transferred 
to the industrial sales division of Cat- 
erpillar Tractor Co., Peoria, Ill., to 
make better use of his experience in 
the pipe line pumping field. Connected 
with oil field work all his life, Oster- 
hout formerly was an engine represen- 
tative for portions of Texas, his native 
state. 
a7 


Robert N. Box and Wiley A. Jones 
have been added to the district sales 
representative staff of the Dayton 
Pump & Mfg. Co. of Dayton, Ohio. 
Box will work out of Laurel, Miss. and 
Jones’ headquarters will be Atlanta, 
Ga. 
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R. B. Grant has been appointed Los 
Angeles branch manager for the 
Minneapolis-Honeywell Regulator Co. 
He has been Pacific region industrial 
manager since 1949. Grant joined 
Honeywell 14 years ago as sales engi- 
neer in the company’s San Francisco 
industrial division. He was transferred 
to Los Angeles in 1941 as a sales engi- 
neer, became Los Angeles branch in- 
dustrial manager in 1946 and regional 
industrial manager in 1949. 

. 


J. M. Hoskin- 
son has moved 
up in Geo. D. 
Roper Corp., 
Rockford, IIl., to 
sales manager for 
the standard line 
of industri- 
al pumps manu- 
factured by the 
company’s pump 
division. Hoskin- 
son worked on 
pump development design following 
service in World War II and joined 
Roper in 1950 as a sales engineer. He 
held that position until his promotion. 


J. M. Hoskinson 


* 

John Reilly is the new president of 
Service Specialties, Inc., oil handling 
equipment sales and service firm of 
Jersey City, N. J. Reilly succeeds 
Paul W. Martin. 


Ellison L. 
Hazard, new 
general manager 
of the northeast- 
ern district for 
Continental Can 
Co.’s Eastern 
Metal Division, 
joined the com- 
pany in 1934. 
During his 20 
years with the 
firm, Hazard has 
held a variety of engineering posi- 
tions. Prior to his present appoint- 
ment, he was manager of production 
engineering for the Pacific division. 


E. L. Hazard 


e 

A. F. Woods, former Marlow dis- 
trict engineer, has succeeded “Andy” 
Rubin as sales manager for the Mar- 
low Pumps division of Bell & Gos- 
sett Co. Rubin is leaving the company 
to set up a distributorship at Fort 
Pierce, Fla. Woods, who will be sta- 
tioned at Marlow Headquarters in 
Ridgewood, N. J., joined the company 
in 1949 after leaving the pump divi- 
sion of Yale & Towne Manufacturing 
Co. 
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Charles H. King, vice president of 
the Clark Equipment Co. of Buchanan, 
Mich., will exercise overall direction 
of the automotive division of the com- 
pany under a realignment of executive 
responsibilities. He formerly was in 
charge of manufacturing operations. 
E. M. Schultheis, new consultant to 
the president of the company, was 
previously vice president in charge of 
automotive division sales. Vice Presi- 


See this new 


DOUBLE-ACTION  “ 
TRANSFER 


PUMP _ 


OKHEIM 
PUMPS 


dent Robert H. Davies, formerly re- 
sponsible for industrial truck division 
production and engineering, will now 
exercise over-all direction of the indus- 
trial truck division. 

W. E. Schirmer, who was formerly 
vice president in charge of the in- 
dustrial truck division sales, will be 
assigned to handle special projects 
involving management planning and 
market research. 
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BETTER DESIGNED... BETTER BUILT! 


One look at this new improved Tokheim pump, and you'll say 
“THIS IS IT!” A remarkable diaphragm-type barrel pump— 
delivering up to 20 gallons a minute in a steady flow on back 
and forward strokes. And with a few changes in parts, you can 
convert it to ’most any use—from pipe lines to drums, or under- 
ground tanks, with hose or spout outlets. There are 22 different 
models and many fine, new features. With shaft, valves, valve 
plates and springs of stainless steel, and a molded diaphragm 
of tough synthetic material, this pump will really take a beating 
—a million gallons without failure by actual test. Other internal 
surfaces are Permolited against corrosion. No parts to leak, 
stick, freeze or jam. See the new Tokheim today! 


Call your Tokheim representative, or write the factory for literature. 


General Products Division 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 


FORT WAYNE 1 


Since 1901 


INDIANA 


Factory Branch: 1309 Howerd Street, San Francisco 3, California 
Canedian Distributor; H. Reeder, 205 Yonge Street, Toronto, Ont, 





m TIRES—BATTERIES—ACCESSORIES | 
How Tide Water Helps Its Dealers to Sell 


Visual guides which serve as 
daily reminders of the funda- 
mentals of service station mer- 
chandising have been designed 
by Tide Water Associated Oil 
Co., eastern division. 

They are furnished to dealers on a 
rotating plan. One at a time, the big 
3%-ft. x 2 ft. training charts are 
hung in a dealer’s station for a 30-day 
period. 

There are six charts in all. 


CHART NO. 1 

“Service Keeps em Coming Back” 
is the headline. The text is as follows: 

Friendliness—Y our personality is 
a deciding factor affecting the mo- 
torists’ selection of “His Dealer.” 
Friendly service costs you nothing— 
but it is the best way of making a 
“regular” of the “once-in-a-while” 
customer. 

Cleanliness—Your station is an 
ad for itself! It is a “showcase” 
the impression it creates is up to you. 
The clean, orderly station invites the 
public to “Come in.” Uniformed, 
neat-appearing, friendly attendants 
will keep the public coming back. 

Honest Values—Alert, intelligent 
merchandising of outstanding products 
and service . Customers deserve 
nothing less! Always give them full, 
honest value for their dollar. 

Sustained Quality—Motorists 
insist On superior standards of both 
product and services. Tide Water As- 
sociated guarantees the consistent 
quality of its products. You control 
the service standards at your Fly- 
ing-A-Station. 

Service—Service is all of the 
above . . . PLUS. Today’s car is a 
complex mechanism. Motorists de- 
mand and deserve expert advice to 
keep their cars operating safely, effi- 
ciently and economically. That’s serv- 
ice—service that will keep motorists 
coming back! 


CHART NO. 2 

Entitled “Your Customers Want 
More Than Gasoline,” the second 
chart reads as follows: 

Tide Water Associated Backs 
You Up—1) Brand Name of Gaso- 
line—Powerful Tydol Ethyl is su- 
perior. The qualities refined into this 
power-packed gasoline make it out- 
standing. It is backed by a compre- 
hensive advertising program. Motor- 
ists know the name “Tydol.” Your 
line is—“Let me fill it up with Tydol 
Ethyl Gasoline.” 2) Maps and Tour- 
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FUNDAMENTALS OF SELLING are laid out for service station dealers in Tide 
Water Associated’s eastern division with six charts like the one shown here 


ing Information—With Tydol Touring 
Service, the Flying-A-Road Maps and 
the plastic-laminated Tydol Flying-A- 
Touring Information Maps at your 
disposal, you can meet the motorist’s 
demand for road direction . . . and 
get him into your station. 3) Credit 
Card System—You have more than an 
ordinary credit card system. Tide 
Water Associated card holders can 
use the Easy Pay Plan. . . a feature 
that appeals to regular customers and 
to tourists alike. 

But, You Must Sell Yourself— 
1) Service Rendered—Competent, 
prompt service creates customer con- 
fidence and good will. Your Safety- 
Check Lube Guide, the How and Why 
of Lubrication, and your TBA In- 
stallation Guide give you the informa- 
tion you need to render complete, ex- 
pert car service. Use them when 
servicing a car to show the owner 
that you are equipped to give his car 
longer life through expert service. 2) 
Dealers Personality—Many customers 
who patronize a station do so because 
they like the station personnel. They 
are cheerfully, promptly greeted. Their 
needs are recognized and attended to. 
They leave feeling that “Friendliness 
Lives Here . . .” and they come back 
again. 3) Station Appearance—Your 
Flying-A-Station is, at all times, a 
powerful merchandising asset—it 
should always present an attractive 
appearance. Don’t destroy this neat 
appearance by overlooking the rest 
rooms. 


CHART NO. 3 

The third chart, “The More You 
Give . . . The More you Get,” deals 
with merchandising. The text is a 
follows: 

The More You Give—Service 
station merchandising should always 
be a never-varying presentation, sale 
and delivery to the customer or pros- 
pect of a Merchandising Package. 
When you are making a sale you 
don’t short-change the customer or sell 
him inferior products. But there 
should be a lot more than an exchange 
of money for a product when you 
make a sale. A sale is not completed 
until there has been a delivery of 
products . . . and ALL the attendant 
services. To short-weight the customer 
in the delivery of service can only 
result in failure of, or half-way, sta- 
tion operation. Everytime you ap- 
proach a customer or prospect. . . 
impress him . . . offer full value... . 
give him courteous service with the 
products he buys. . . prove to him that 
“Friendliness Lives Here.” The more 
attractive your Merchandising Pack- 
age, the more consumer appeal . . 
and demand. 

The More You Get!—tThe cus- 
tomer pays his money and takes his 
choice. Where he gets the greatest 
value, he’ll buy again. He'll buy where 
he gets the best Merchandising Pack- 
age. For his money, the motorist wants 
only the best possible automotive 
products. You have them . . . Tydol 
> Federal Tires . Flying-A- 
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we like the “GROWING PROFITS!” 


that’s what ELMER HUPPERT, CARTHAGE, MISSOURI, thinks of his 


Linco/n LUBRICATING EQUIPMENT 


“Since we got our Lincoln setup, we've boosted 
our lubrication volume way over anything 

we ever enjoyed before. We handle more 
cars each day in far less time per lube job. 


“What's more, Lincoln speed and efficiency 
pleases our customers... makes regulars out of 
occasional service buyers. 


“The fact that we can do lube jobs ‘while you 
wait,’ lets us sell customers on other 
profitable services. 


“That's why | say we LIKE THE GROWING 
PROFITS THAT COME WITH LINCOLN.” 


Ls 


—< 
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Here's Elmer Huppert’s station in Carthage. 
Notice the clean-looking efficiency of the bays— 
stripped for action and ready to go. 
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| 
Te Lincoln Engineering Co. | 
5702-74 Natural Bridge Ave., St. Louis 20, Mo. | 
| 
| 


Please send me free booklet “PATH TO PROFITS IN THE LUBE ROOM.” 


Compony 


Address 


Linco/n 


te 


OLN ENGINEERING (0., 5702-74 Natural Bridge Ave., St. Louis 20, Mo 
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TIRES-BATTERIES—ACCESSORIES 





Quality and Certified Quality Acces- 
sories. But these are only part of what 
the motorist needs and requires from 
you. When he buys gasoline, the 
motorist wants his windshield cleaned. 
He expects to have his oil and tires 
checked. These services—as well as 
your Flying-A-Station itself—are all 
parts of your Merchandising Package. 
Don’t forget, you can’t go to the 
customer! You must make your Mer- 
chandising Package attractive enough 
to bring the customer to Your Tydol 
Flying-A-Station. 
CHART NO. 4 

“Step Up Service, Step Up Sales” 

reads as follows: 


First Impression's Count—The 
pump island is the gateway to your 
Flying-A-Station. Here the customer 
makes first contact with you and the 
service you Offer. Here you get the 
first and best opportunity to make the 
“once-in-a-while” a regular customer. 
The impressions gained from pump 
island service provide a basis for 
judging all the products and services 
you offer. 


Free Service Tells A Story—A 
major part of pump island routine re- 
volves around free service—wind- 
shield cleaning, tire, radiator and bat- 
tery checks, etc. And, these free 
services, which the motorist has come 
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50 years in the making 


BLACKMER’S “Gold Seal” TRUCK PUMP 


Long life and economical operation is assured BLACKMER’S 
customers with a new design which represents 50 years of ex- 
perience in building the famous Rotary Pumps which are, 


“SELF-ADJUSTING FOR WEAR” 


The new design incorporates all of the time tested 


BLACKMER features plus: 


The BLACKMER CARTRIDGE-TYPE Mechanical Shaft Seal. 


Heavy Duty Anti-friction Bearings completely protected 


from the pumpage. 


Available in two sizes, 214” and 3”, rated at 100 GPM and 
200 GPM respectively. “Listed by Underwriters’ Laboratories, 


Write for complete details, 


liquid materials handling 


©” BLACKMER 





INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS.9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e SAN FRANCISCO 
See Yellow pages for your local sales representative 








to expect, should be rendered just as 
cheerfully as though you were making 
an actual sale. By cheerfully offering 
free service, you establish the fact 
that “Friendliness Lives Here.” 


Practice Makes Perfect—As a 
means of improving business, you and 
your attendants should always prac- 
tice Tide Water Associated’s regular 
pump island service routine. Through 
this service routine—which can be 
performed quickly and efficiently by 
either one or two men—you can 
make the customer feel that he is 
getting preferred service. And the 
customer thus treated will be back to 
do more business. 


Service Creates Sales—Pump is- 
land service Opens up a wealth of 
sales opportunities. Your free services 
provide excellent opportunities for 
suggestion selling. Furthermore, you 
may save the motorist time and trouble 
when you point out car weaknesses 
discovered through alert and com- 
plete pump island service, and sug- 
gest immediate replacement. 


CHART NO. 5 

The fifth Tydol chart, “Balance is 
Everything,” reads: Through Tide 
Water Associated’s TBA program, you 
are enabled to offer your customers an 
essential, balanced program of prod- 
ucts and services. And—a balanced 
selling job can mean the difference 
between just “breaking even” or “go- 
ing over the top” profit-wise. If you 
are simply a “gas pumper” you are 
losing good money. Every time a 
Flying-A-Dealer, or one of his attend- 
ants fails to do a balanced selling job 
they are contributing to the success of 
a competitive dealer. “Balanced Sell- 
ing” is vital to a successful service 
station operation. 

The reasons are obvious. The aver- 
age customer wants to purchase al! 
of his automotive requirements at one 
station . . . it is easy and convenient. 
If he can’t do it at your station he 
will go somewhere else. The more 
merchandise a customer is sold, the 
more solidly he becomes anchored to 
the dealer selling the merchandise. 
A certain number of repeat buyers 
are essential to successful station op- 
eration. The more repeat buyers— 
the more successful the operation. 
Balanced selling is the surest way to 
build that steady business. 

At least 500 of every 1000 gallons 
of gasoline sold should be Tydol 
Ethyl! . . . and in addition, for each 
1000 gallons sold the door is opened 
for potential sales of $21 of motor 
oil, $5 of other petroleum products, 
$26 of lubrication, $44 of tires and 
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tubes, $16 of batteries, $68 of auto 
accessories, $31 of miscellaneous la- 
bor. As a step toward Balanced Sell- 
ing—remember your “free” services. 
The “free” services customers insist 
on—windshield cleaning, tire, radi- 
ator, battery and oil checks, etc.— 
when rendered cheerfully provide an 
excellent opportunity for carrying out 
a balanced selling program. Service 
leads to sales because Service is Sell- 
ing, Selling is Service. 


CHART NO. 6 


“You're Advertising . .. Every Day” 
is the name of the sixth chart which 
says: 


Your Station Is Your Ad— 
Your Flying-A-Station is located 
where it can be seen by the passing 
motorist. And its appearance deter- 
mines in large measure whether or 
not your station will attract potential 
customers. Motorists want to patronize 
a thoroughly clean _ station—with 
special emphasis on clean rest rooms. 
Cleanliness is just as much a part 
of modern merchandising as selling 
products. Clean or dirty, good or bad, 
your Flying-A-Station is your own 
personal advertising. 


What's It Saying About You? 
—Do uniformed attendants . . . well 
placed signs . . . attractive pump is- 
land and product displays . . . a well 
kept exterior and home-like rest rooms 
“stop the traffic” at your Flying-A- 
Station? Customers ARE impressed 
by what they see! Do they like what 
they see at your station? 


What's It Telling Customers? 
—That your service is fast, efficient 
and streamlined? Or does a cluttered, 
not-so attractive front belie the fact 
that you offer topnotch service and 
products? Clean rest rooms attract and 
hold customers. Other than neat at- 
tractive rest rooms will drive many of 
your customers to other stations. 
Cleanliness is vital to successful sta- 
tion operation. 


What’s It Telling Competi- 
tors ?—Housekeeping, if efficient, not 
only produces an attractive, appealing 
station—BUT will also result in a 
smoother operating station, and con- 
tribute to better, faster consumer serv- 
ice. Stepped-up handling of consumer 
service will permit you to service more 
cars daily. Don’t let a badly kept sta- 
tion tip your hand to the competition. 
You'll lose sales. 


W hat Does It Mean To You?— 
Every aspect of your station set-up 











must be as good or better than the 
best competitive outlet in your area. 
A neat station featuring clean rest 
rooms will give you a big jump on 
the competition. A well-kept station 
and uniformed personnel are a major 
part of the service you offer customers. 
They are important factors in your 
“Merchandising Package.” 

After All—Your appearance and 
the appearance of your Flying-A- 
Station are their own advertising. 


Antifreeze Danger Outlined 


An example of what antifreeze 
manufacturers are doing to combat 
the continued use of antifreeze, Na- 
tional Carbon Co. (Canada) has pro- 
vided a small poster for display in 
service stations, with a headline in 
big, red type: “Have You Drained Last 
Winter’s Antifreeze?” followed by 
warnings of four technical and scien- 
tific bodies. These are in the form of 


For Safely and Performance 


Flare mixes perfectly with 4 | Flare Heavy Duty conforms 


all fluids recommended by 
automotive manufacturers. 


to State of Minnesota law 
setting specifications. 


Flore will not corrode metal, Flare helps prevent 


damage rubber ports, 
or form sludge er gum. 


vapor lock, insures maximum 
performance. 


Flare’s heavy body assures 6 | Flare is laboratory and road tested for 


good sealing, with no loss 
of hydraulic pressure. 


trouble-free performance . . 
nationally advertised for easy selling. 


. ond it's 


Experienced servicemen and mechanics recommend 


Flare Brake Fluids for better performance—easier 
sales. Fleet operators and private drivers choose 
Flare for safety’s sake. Contact your supplier today 
for Flare Brake Fluid in pint, gallon, 5-gallon and 


***Society of Automotive 
Engineers’’— the foremost 
authority for setting high, 
uniform standards of per- 
formance in the automotive 
industry. 


54-gallon containers. It’s easy to use—easy to sell! 





We Solicit Private 
Brand Accounts 
If you are interested in your 
own private brand of chemicals, 
we shall be glad to discuss it 
with you. 
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THE BELL CO., Inc. 


411 


North Wolcott Avenue 
Chicago 22, tilinois 


Bell Chemicals Ltd., 
156 Bathurst St. Toronto, Ontario, Canada 





TRAILMOBILE TANK TR 


BALANCE ENG 


BUILT TO ROLL 
MORE MILES=— SAFELY! 





“What do you want in a tank trailer?” That’s the 
— Trailmobile put to transporters, drivers, 
ealers. Their answers are incorporated in a tank 
trailer whose weight, strength, gallonage capacity, 
safety and road handling are properly balanced, 
properly equalized for all load and road conditions. 
Trailmobile tank trailers have the gallonage capacity reduce ayes mage. and tank down-time. Give 
you want, with the safety features you need. They’re CPRIS B Cam Chey cae Crust. 
designed with special members and reinforcements What’s more, Trailmobile tank trailers are TRIPLE- 
at all high stress areas. Sturdily reinforced baffles add TESTED before they leave the Trailmobile plant; are 
strength to the shell, full-length tension members guaranteed to meet and exceed all ICC regulations. 





Fmd tn hearty, a fpromitnd taheae be frag $80.00 0 thang for 
st ey he ont deere Acme a me of sever by comnam of hemo 





CASH GUARANTEE! 





POLL SAD SE A SAD PPE PRD ay 
- a ~ S ~ * 


TANDEM SUSPENSION 


CARRIES 5-YEAR GUARANTEE 


Yes, Trailmobile’s balanced engineering gives you the best tank trailer that money can buy. For full information and 
— on single axles or tandem model tanks to fit your hauling requirements, write, wire or call us today — or 
check the yellow pages of your phone book for nearest Trailmobile Branch Office. 
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AILERS ARE (@iaae er 


TRAILMOBILE TANK TRAILERS ARE 
GUARANTEED TO MEET AND 


EXCEED ALL ICC REGULATIONS! 








Trailmobile tanks are furnished with 
unfinished welds, if desired, at lower 
cost. 


THE BUBBLE TEST! Weld areas are cov- 
CHECK YOUR PRESENT TANKS. ered with a soap-water solution, then pressure 

is applied inside the tank. Leaks are de- 
DO THEY HAVE ALL OF THESE tected and corrected before the tank goes 


TRAILMOBILE BALANCE ENGI- into service! 
NEERED FEATURES? 








BALANCE ENGINEERED 


< 
m 
a 
a 
° 


THE HYDROSTATIC TEST! Weld areas 
are coated with a calcimine solution, then 
tank is filled with liquid under pressure. 
This test, under actual load-carrying condi- 
sions, assures you of positive liquid-tightness. 


The Tend 
jg 10 TRAILMOBILE THE ELECTRONIC TEST! The Trailmo- 


bile exclusive Electronic Test spots where 
weaknesses might occur; points out where 


Subsidiary of Pullman incorporated redesign is necessary before model being 
tested is put into production. 


CINCINNATI 9, OHIO BERKELEY 10, CALIFORNIA 
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TIRES-BATTERIES—ACCESSORIES 


brief extracts from bulletins of the 
American Society for Testing Mate- 
rials; National Bureau of Standards; 
American Automobile Assn.; and So- 
ciety of Automotive Engineers. 


New Battery for Pure Oil 


Pure Super Premium is the name of 
a new battery added to Pure Oil Co. 
private brand line of batteries. As its 
name indicates it is a premium price 
battery, rated at 125 amp hour capac- 
ity, with rubber and fiberglas sepa- 
rators. It has a blue plastic case and 
is available in Group 1 sizes which 
should cover about 50% of the popu- 
lar car demand. 


New Truck Tire by Goodyear 


A new truck tire has been developed 
by Goodyear especially for the owners 
of one or two trucks. The 5,000,000 
customers in this group constitute, in 
numbers, 94% of the truck tire mar- 
ket. They include a high percentage of 
prospects who are satisfied to buy a 
so-called “popular-price” tire. 

The new tire is called the Hi-Miler 
Rib and replaces Goodyear’s former 
Marathon truck tire. Marathon is the 
brand name used by Goodyear on its 
second line tires. The Hi-Miler Rib is 
made in a wide range of sizes (6.00 to 
10.00) covering the majority of trucks 
in all types of service. It incorporates a 





u-m-M-M BOY! 


Hosiery 
ree! 


... yours with every purchase 
of 3 dozen cans of 


WARNER 


Radiator Products 
++. any combination! 


© Made by a Nationally Famous 
Manufacturer. Very finest qual- 
ity—long wearing! 


® 60 Gauge 15 Denier. For dress 
wear on best occasions! 


®@ Popular New Fall Shade. Lovely 
harmonizing new beige shade, 
with smooth, dull finish! 


® Finest Nylon. High-twisted for 


longer wear with “stretchy” tops! pre-sol 


eee 


, FAMOUS NAME In AUTOR 


ote 
WARNER 
Radiator Cleaner 
Service Cleaner 
Liquid Solder 
Cooling System 
_ Protector 


WARNER RADIATOR PRODUCTS 


0 


Look at this! 


Apair with a spare 
3 STOCKINGS! 
PRACTICALLY EQUALS 


TWO PAIRS! 


Order Now! Offer Expires September 30, 1954 
Imagine! A beautiful pair with a spare 


(yes, 3 stockings!) absolutely free every time you order 
8 dozen cans of fast-selling Warner Radiator Products, 
in any combination. What a wonderful gift for wife or 
sweetheart! No limit while quantities last—order Warner 
Radiator Products now and get several sets of hosiery! 
National Advertising Makes Warner Sales Easy! 


Consistent, hard-hittin: 
POST promotes 


& advertising in the Saturday Evening 
ur sales of Warner Products. Customers are 


and ready to buy! 


U/aine, 


‘ 

a 
r 

viosite HIST® 


WARNER-PATTERSON COMPANY 
920 S$. MICHIGAN AVE., CHICAGO 5, ILL. 





number of improvements, according to 
Goodyear, including greater strength 
in the tire body resulting from the use 
of new rayon cord treated by a new 
process for controlling tire cord 
stretch. Other advantages of the new 
tire over its predecessor are tougher 
tread compounds claimed to wear at a 
slower, more even rate; and zig-zag rib 
edges in the tread design, designed to 
give better traction. 


TBA Training Aid 


“The How and Why of TBA Sales 
and Service” is the title of a new, 72- 
page book published by the Chek- 
Chart Corp., 35 E. Congress Parkway, 
Chicago 5, Ill. It is designed primarily 
as a training aid and a reference man- 
ual for service station operators. Serv- 
ice and installation procedures are ex- 
plained in simple, direct language and 
illustrated step-by-step with large dia- 
grams and drawings. Single copy price 
is $7. 


New line of Filter Replacements 


Champion Laboratories, Inc., Meri- 
den, Conn., has brought out a new line 
of filter replacement elements to be 
known under the trade name of 
“Microtype.” It’s a pleated paper unit 
which the manufacturer says gives 
greater filtering surface than “conven- 
tional” filter refills but will not remove 
or dilute useful detergents or additives 
in the motor oil. 


Goodrich Opens Warehouse 


B. F. Goodrich Co. has opened a 
new tire, tube, battery and automo- 
tive supplies warehouse in Spokane, 
Wash., at 918 W. Mallon Ave. New 
facility will provide faster service to 
dealers in northeastern Washington 
and parts of Idaho and Montana, ac- 
cording to district manager C. E. 
Newman. 


Gold Finish for Shock Absorbers 


A gold finish is the latest idea for 
dressing up the appearance of shock 
absorbers for the replacement mar- 
ket. Houdaille Hershey Corp., of Buf- 
falo, N. Y., is out with a complete 
new line of shocks under the name of 
“Golden Glide.” In addition to a 
bright gold finish, the mew cases on 
the new units have a fluted design, 
intended to lend additional strength 
and heat dissipation properties. An 
extensive consumer advertising cam- 
paign has been started to promote the 
“Golden Glide” line. 
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Truck Mirror Guaranteed 

The term “West Coast type” has be- 
come popular lately to describe larger- 
than-average accessories for resale to 
truck owners. Bolser Corp., Cedar 
Falls, lowa, for example, is introduc- 
ing its new “Super King Size West 
Coast Type” Truck Mirror. It has 
what is described as a form fitting 
bracket, which can be bent with the 
hands or a wrench to fit the top rail of 
the truck door. The mirror itself is of 
¥2” plate glass, size 642” x 1642”, 
with a five year guarantee against 
atmospheric discoloration. 


Why Remove Old Antifreeze 


The value of high octane gasoline 
may be largely lost if a car owner 
neglects to take out his old antifreeze 
and his winter thermostat. In fact, 
says Dow Chemical Co.,’it can make 
96 octane gasoline behave like 90. 

Antifreeze is designed primarily for 
freeze protection, Dow points out. Its 
heat transfer properties are quite sat- 
isfactory during winter months. But in 
hot weather antifreeze is not as effi- 
cient a coolant as water. Leaving it in 
the engine during summer can raise 
the octane requirements of the engine 
as much as 4% points. If the winter 
thermostat is left in the car it may add 
another 1% points. 

Many dealers also have the mis- 
taken notion that if the water in the 
cooling system appears to be clean, 
then the system is in good condition. 
It is quite possible to have a clean 
flow from a system in which rust in- 
hibitors have become exhausted and 
have left a deposit of rust on the 
walls. The only safe practice is to 
drain the system at the beginning of 
summer, flush it, and put in clean wa- 
ter to which rust inhibitor has been 
added. 

Cooling system service at the right 
time not only cuts off complaints 
about gasoline but sells fan belts, hose 
and many related items. 


Power Brake Units Offered 


A power brake unit which can be 
sold to owners of cars not originally 
equipped with power brakes has been 
put on the accessory market. It is said 
to be compact and simple in design, 
easily installed on all popular makes 
of automobiles. Manufacturer is the 
Marvel-Schebler Division, _Borg- 
Warner Corp., Decatur, IIl. 





Plastic Bottle for Brake Fluid 


Service Station Supply of Los 
Angeles has designed a quart size poly- 
ethylene bottle equipped with a plas- 
tic hose for dispensing brake fluid. A 
pair of the bottles is being offered to 
service station operators as part of a 
special deal on Wilco Heavy Duty 
brake fluid. In addition dealers may 
also get a die-cut display piece to assist 
in promoting brake fluid refills. 


Cable Replacement Reminder 


Whenever a new battery is installed 
it is often advisable to put in new bat- 
tery cables. Because cable replace- 
ment is so easily overlooked, Auto- 
Lite has designed a special reminder 
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in the form of a long narrow display 
card, illustrating a ground strap, with 
a headline; “Warning! Check Battery 
Cables Too!” across the top. Printed on 
both sides in black and brilliant phos- 
phorescent red, it can be attached to 
the center cell of a battery. 


Valve Fishing Simplified 


Easy accessibility of inside dual tire 
air valves is the aim of a new line of 
valve stem extensions. When the exten- 
sion is screwed on, the valve becomes 
easier to reach and tire service is 
simpler. The extensions also are suited 
for use on passenger cars with full- 
wheel chrome hub caps or simulated 
wire wheel hubs. Tips of the extensions 
are threaded to provide for the use of 
valve caps. They are made of brass. 
Air Appliance Co., Inc., 100 Hinsdale 
St., Brooklyn, N.Y. is the maker. 


Neoprene-covered Fan Belts 


A neoprene-covered fan belt gives 
better service at no extra cost,’ says 
Du Pont, supplier of the Neoprene 
synthetic rubber used by fan belt 
makers. Du Pont points out that Neo- 
prene covered belts have been used 
heretofore for heavy duty belts used 
by trucks and buses, but that the more 
powerful higher speed engines now 
common in passenger cars might well 
be considered as equal to heavy duty 
service. Du Pont also notes that three 
oil companies, Gulf, Sun and Cities 
Service, now have neoprene covered 
belts in their TBA line, and that in all 
cases the use of neoprene has been 
combined with other higher quality 
features. The belts are precision 
molded so as to eliminate ragged 
edges. They are pre-stretched to insure 
proper tensions throughout belt life. 
Rayon cord is used for strength, and 
the covers are double-thick neoprene- 
impregnated fabric. 





IN THE BATTERY INDUSTRY 


1. EXTRA POWER... 
For Cold Weather Starting. 


Low water level increases power-pro- 
ducing acid concentration . .. guarantees 
far greater power for faster starting on p 
the coldest winter mornings. 2S===== 


=o 


Weathermaster 


2. LONGER LIFE... 
For Hot Weather Driving. 


High water level guarantees a cooler- 
operating battery for hot weather driving 
... guarantees greater protection against 
the most common cause of a// battery 
failure —overcharging. 


with key-operated 
CLIMATE CONTROL 


Two Great Batteries In One at the turn of a Key... 





Willard 

Super Master 
Metalex Grids give it 151% more protection against 
overcharging, the number one battery killer! Actual 
tests in salesmen’s cars and taxis, prove this battery 
lasts up to four years and longer. 


Willard 

Tractor-Commercial 

The only battery in the world with plate anchor 
which gives absolute and positive protection 


against battery killing vibration. Sell it to Farmers 
. «+ sell it to Truckers, 





Willard Price Leader 


The W-1-80. It’s not built cheap to sell cheap... 

it’s Willard quality throughout. Sell it for $16.25 
.. allow a liberal discount for the old battery 

from this price and you still make a big profit. 





WILLARD STORAGE BATTERY COMPANY - 


s? 


Willard 

Heavy Duty De Luxe 
Apopular priced battery with up to 56% more starting 
power at zero. Genuine rubber container. Avail- 
able in sizes to fit every car and most trucks. 


Willard new low prices are set so the dealer 
can wheel and deal and make a big profit 
besides. Call your Willard Distributor now! 


FACTORIES IN: CLEVELAND +« LOS ANGELES * DALLAS 
MEMPHIS + 


PORTLAND «+ ALLENTOWN + TORONTO 
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TBA PERSONALS 


J. J. Peck, formerly tire and bat- 
tery assistant under M. S. Marsh, 
Standard of Ohio TBA manager has 
been placed in charge of accessory 
and antifreeze merchandising, suc- 
ceeding Max M. Whitmore, who has 
been transferred to the. Toledo divi- 
sion. 

J. H. Ehlen, formerly assigned to 
Sohio’s merchandise demonstration 
coaches, is taking over tire and bat- 
tery merchandising. 


Roland S. Withers has been named 
merchandising manager of the AC 
Spark Plug Div. of General Motors, 
at Flint, Mich. He was formerly di- 
rector of the General Motors cus- 
tomer research section, in which post 
he is succeeded by Marsden Fhomp- 
son, former assistant director. 


Donald O. Ag- 
new has been ap- 
pointed field- 
manager - special 
account for the 
Associated Tires 
and Accessories 
Division of B. F. 
Goodrich. He be- 
gan his sales ca- 
reer with BFG in 
1936 as budget 

D. O. manager in the 
Buffalo, N.Y. district. He has filled 
a number cf posts in tire marketing, 
most recently that of buyer-merchan- 
diser in the company’s auto and home 
supplies department in Akron. 

Other changes in the BFG Asso- 
ciated Lines Division bring J. P. Loftus 
to special sales duties in the greater 
New York area, from his former post 
as Rochester, N.Y. district field man- 
ager; and T. R. Johnston to succeed 
Loftus as district manager at Ro- 
chester. Johnston, a newcomer to BFG 
was formerly associated with other 
rubber companies, was once a B. F. 
Goodrich dealer, and has managed a 
group of auto supply stores. 


Agnew 


try.” Bowers was instrumental in form- 
ing the “Oldtimers,” a group of base- 
ball fans, and in the building of Read- 
ing’s municipal stadium. 


M. F. Moyer, manager of cycle tire 
sales for Goodyear for the past eight 
years has been moved up to assistant 
manager of the auto tire sales depart- 
ment. A native of Halleck, Nev., 
graduate of Yale University, and a 
veteran of both World Wars, Moyer 
holds the rank of colonel in the Air 
Force Reserve. He has been with 
Goodyear since 1926, starting in the 


sundries department, moving to the 
flooring division, and then to cycle tire 
sales. 

He is being replaced in his former 
position by E. C. Sauter, until now 
district manager at Pittsburgh. 

2 

Paul A. Hyde has been made man- 
ager of the Philadelphia division for 
Dunlop Tire & Rubber Co., Buffalo. 
He was previously a distributor of 
another tire line in Wilmington and 
Baltimore, and was at one time adver- 
tising and sales promotion manager 
at McKay Co., tire chain manufac- 
turer of Pittsburgh. 


NEW, AIR-OPERATED 
EMERGENCY VALVE 


Petroleum haulers have long wanted an air- 
operated emergency valve. Here it is—and 
every bit as fine as all the other Philadelphia 
Valve products, which have served the indus- 
try for so many years. 

This is a compact elbow-type valve, made in 
both 3” and 4” sizes. There’s nothing to rust 


of an extractor wrench which is operated 
through the manhole cover. This type of bon- 
net eliminates the necessity of steaming and 
getting into the tank in order to replace the 
disc. It saves many costly hours of servicing 
time! (Our mechanically-operated emergency 
valves also provide this feature.) 


Two types: Multiple (any single valve or 
combination of valves can be opened at one 
time); Massachusetts (only one valve can be 
opened at one time). 

This valve is one more reason why you'll 
want to standardize on Philadelphia Valve 
Company equipment—first in the industry 
for economy, fast unloading, safety, long life, 
trouble-free performance. Send for catalo; 
170 for description of the full line, illustrat 
with engineering drawings. 


PHILADELPHIA VALVE COMPANY 


3415 ARAMINGO AVENUE, PHILADELPHIA 34, PA. 
PACIFIC COAST DISTRIBUTORS - 


or get out of kilter. There’s no stuffing box to 
be repacked or tightened. You can mount the 
valve on any tank truck equipped with air 
brakes; it will never interfere with normal 
brake operation. Air cylinder can be removed 
as a unit. Compact control mechanism can be 
conveniently located at side or rear of truck. 
Finger-tip operation gives instant, full flow. 

The bonnet and piston assembly can be 
removed, in a matter of minutes, with the use 


Clarence P. Bowers, president, 
Bowers Battery and Spark Plug Co., 
Reading, Pa., has been honored by 
the “Achievement Award” presented 
annually by the Pennsylvania Fire 
Police Assn., to an outstanding citizen 
for public service; He was also pre- 
sented with the “Good Citizen Award” 
by the Gen. George C. Meade Camp 
No. 16, Sons of Union Veterans of 
the Civil War. The latter was in recog- 
nition of his “outstanding efforts in 
the interest of sports as well as indus- 


Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Californie 
Howard Supply Co., 5125 ‘Senta Fe Avenve, Los Angeles 11, Collfernte 
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C HAMPION SPARK PLUG COMPANY 


FELTHAM. ENGLAND 
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Toxievo 1, Owro,U.S.A. 


August 1, 1954 


Dear Champion Dealer: 


Let's listen in while Mr. Bill Bolton, service 
station operator in Danville, Va., tells how he raised 
his spark plug sales from a few sets to over 500 
Champions a month. Mr. Bolton says: 

"I bought a new Champion service unit, necessary 
wrenches, etc., at a cost of $56.33. I told my three 
daytime salesmen that each week I would give the one 
who sold the most spark plugs 15 per cent of his 
total sales; the next highest would receive 10 per 
cent of his sales, and the next, 5 per cent. 

"This gives them the incentive to sell and I am 
only giving 10 to 12 per cent of the total sales as 
commission. We take the owner's name and address 
and the mileage of every car in which we install 
plugs. Every two months we send cards with helpful 
information about spark plugs and offer free cleaning 
after the first 5,000 miles. 

"Last month I took in $399.36 on new plugs and 


$38.20 for cleaning. I sold 200 of the 512 myself 
which were commission free. Therefore, | only had to 
pay commission on 312 plugs which amounted to approxi- 
mately $28.16. This gives me a spark plug profit 

of $179 for the month. 


"And we have gained regular customers by being 
on our toes and telling them about their plugs 
where other stations have missed." 

Nice going, Bill Bolton. Your story proves what 
alert spark plug merchandising can do. 


























































Sincerely, 
P.S.: A '54 Dodge equipped with J-—7 Champions won 
NASCAR's 500-lap "Poor Man's Indianapolis" at Gardena, 
Calif., followed by two Hudsons and a Ford—all 


Champion—equipped. More proof: They all run better 
with Champions! 
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IN THE 
NATION 


YOU TOO, CAN INCREASE YOUR 
SPARK PLUG PROFITS AND 
CUSTOMER GOODWILL... 


The Bolton Service Station, Danville, Virginia 
Below: Mr. Bolton inspects a customer's plugs 


WHEN YOU 
CHANGE OIL OR 
LUBRICATE... 
LOOK AT THE 
SPARK PLUGS! 











~~ _Dependable = | 


CHAMPION 


SPARK PLUGS 
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TBA PERSONALS 


Walter F. 
Brown is now as- 
sistant sales man- 
ager for the U. S. 
tires division of 
the United States 
Rubber Co. He 
was _ formerly 
north-central di- 
vision manager. 
Other changes in 
the U. S. Rubber 
sales department 
are: 

J. A. Napier leaves Pittsburgh to 
become north-central division man- 
ager at New York; 

J. S. Baker is now Pittsburgh dis- 
trict manager; 

W. L. Anderson becomes district 
manager at Omaha, succeeding D. A. 
Buchanan who will have a special as- 
signment in the truck tire department. 

° 

H. D. Wexelberg, Gross Manufac- 
turing Co., Monrovia, Calif., has been 
chosen president of a newly formed 
trade group called the Association of 
Independent Manufacturers of Tire 
and Tube Repair Materials. 

Ray T. Lehman, H. B. Egan Manu- 


W. F. Brown 


Gallon Stroke 
Pedestal Pum 
Model 10 





facturing Co., Muskogee, Okla., is 
vice president. 

T. H. Everett, Better Monkey Grip 
Co., Dallas, is secretary-treasurer. 

Other members of the association 
are: 

J. W. Speaker, and M. H. Moss of 
the J. W. Speaker Corp., Milwaukee. 

R. N. Benedict, Ace Rubber Co.., 
Dallas. 

Earl Beard, Better Monkey Grip 
Co., Dallas. 

T. H. Darnell, Rite-Way Products 
Co., Memphis. 

J. A. Egan, H. B. Egan Co., Mus- 
kogee, Okla. 

P. L. Knick, Knick’s Mend-Rite 
Co., North Kansas City, Mo. 

Among the other usual objectives 
of trade associations, the new group 
aims “to educate repairmen and the 
public in proper and safe methods of 
using their products.” 

- 

William T. Sauer, a former Atlas 
Supply man, is the ncw assistant ex- 
port manager for Champion Spark 
Plug Co., succeeding the late E. C. 
Badger, Jr. Sauer was with Atlas 21 
years, with time out for four years 
of military service. After eight years 


in the Atlas domestic department, he 
went to South America in 1940, and 
later to Scandinavia and the United 
Kingdom. He returned to Newark as 
assistant export manager in 1951. 

. 

N. M. Talbert, 
Midland Tire 
Supply, Indiana- 
polis, manufactur- 
ers agent, has 
been appointed 
exclusive Indiana 
sales representa- 
tive for the Web- 
ster Rubber Co., 
of Warren, Ohio, 
manufacturer of 
camelback and 

tire repair materials. He is also a dis- 
tributor for Heintz retread equipment. 
* 

L. W. Frizzell, TBA manager of 
Gulf Oil Corp., is now vice president 
of Gulf Tire & Supply Co., a sub- 
sidiary. At the same time S. A. 
Swensrud becomes chairman of the 
board; and W. K. Whiteford, presi- 
dent; while William C. Eaton, presi- 
dent since the subsidiary was organ- 
ized in 1944, has resigned. 


N. M. Talbert 








Skid Tank 








Model 656 


Tireflator 
Model 98 





——" Lever 

ite Type 
Grease-Pak 
Model 425MF 





Model 1008G 


JOHN WOOD COMPANY - Bennett Pump Division 


Muskegon, Michigan «+ Offices\in Principal Cities 
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TRANSPORTATION 


How Standardizing Truck Fleet Slashes Costs 


Standardization on one make 
of tractors and trailers has cut 
fleet maintenance costs by 33% 
for a Dallas, Tex., oil trucker 
and has reduced inventories of 
extra parts and labor costs. 

Bruce Steere, president, says Fer- 
guson-Steere Motor Co. went to a 
standardized fleet in 1952. The main- 
tenance savings are computed on the 
comparison of pre-standardization 
costs (for 1951) with expenses for 
1953 after a full year’s operation with 
all one make of tractor and trailer. 

The company now operates only 
GMC tractors and Fruehauf trailers. 

While GMC spokesmen take pride 
in the selection of their product for 
standardization of the fleet, they also 
admit that standardization on any one 
make of vehicle will result in mainte- 
nance savings. 

Carrying on this program, Fergu- 
son-Steere currently is installing a pre- 
ventive maintenance program in all its 
shops under maintenance director Bill 
Buford. 

Steere, a graduate of both Yale and 
Harvard’s business administration 
school, has made an extensive study of 
tank truck maintenance costs. The 
purpose was to compare his combined 
maintenance and tire cost figures of 
4.69¢ per mile for each of his 170 
tractor units with those of 43 of his 
competitors. 

How It Stacks Up—rThe study 
showed only one of the 43 had a lower 
tire and maintenance cost per mile. 

There were only eight out of 43 
who had standardized on a single truck 
manufacturer. Steere reports his main- 
tenance cost now is 0.6¢ per mile 
lower than any of the other standard- 
ized fleets and 5.38¢ below the highest 
cost found in the standarized fleets. 

Highest maintenance and tire cost 
shown in the study was 12.8¢ per mile. 

“All these figures make our own 
cost of 4.69¢ per mile look very good 
and bear out, I believe, the case for 
standardization,” Steere observes. 

Steere breaks his costs down this 
way: 

Maintenance—3.12¢ per mile. 

Tires—1.57¢ per mile. 

He is enthused enough about stand- 
ardization of fleets to promote the 
idea among all operators he meets as 
a Texas director of National Tank 
Truck Carriers, Inc. 

Steere’s 170 tractors and tank trail- 
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LOADING GASOLINE at the Artesia, N.M. refinery of Continental Oil Co. is a Ferguson-Steere GMC transport 


ers haul about 15 million gal. of oil 
products a month between refineries 
and bulk plants. He reports his busi- 
ness is the 14th largest in dollar vol- 
ume of the nation’s 170 ICC tank 
truck fleets. He describes it as a 
“strictly working operation with no 
frills.” 

“Our way of trucking is plain but 
profitable. We use the most econom- 
ical equipment we can find, aim for 
the lowest possible operating costs and 
keep business humming,” Steere says. 

From Planes to Oil—Steere got into 
oil hauling in 1946 when Jim Fergu- 
son, veteran southwestern trucker, 
bought two repossessed airplanes from 


the Steere finance company in Dallas. 
As an afterthought, Ferguson asked, 
“How'd you like to buy a tank truck 
line?” 

Steere decided it was a good gam- 
ble, though he knew nothing about 
tank truck hauling. But, coming in at 
the financial and executive level in- 
stead of as a single truck owner as 
did most tank truck operators, Steere 
immediately applied business balance 
sheets to trucking. 

He found the company was grossing 
only about $15,000 per month from 
one terminal operated in Artesia, 
N.M., and one oil company listed as 
the customer. 


COMPANY BOARD, seated, includes William Buford, director of maintenance; 


Bruce Steere, president and treasurer; 


Kenneth Steere, chairman of the board; 


standing, Harold Crossett, vice president, and David Steere, a director 
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Steere inherited 20 tractors in run- 
ning condition and “about two acres 
of worn-out trucks.” 

Expansion Paid—Steere began ex- 
panding the business until now the 
company grosses about $300,000 per 
month, operates six terminals (Ar- 
tesia, N.M., Amarillo, El Paso, Big 
Springs, Vernon and Lubbock, Tex.), 
and serves 44 companies, including 
most of the major oil suppliers opera- 
ting in New Mexico and West Texas. 

It was 1948 before Ferguson-Steere 
began making a profit and began buy- 
ing new rolling equipment. 

Steere, a 35-year-old, thoughtful 
and exacting individual, continued to 


BRUCE STEERE {ot into oil trucking 
from the finance business and hit paydirt 
with standardization plan 
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study his costs and his competitor’s 
business as the firm expanded. In 1952 
he decided to go to a standardized 
fleet. 

Fleet replacements now are on a 
basis of every 300,000 miles. Steere 
arrived at this figure through careful 
cost analysis. He decided that between 
300,000 and 500,000 miles, he would 
spend the equivalent cost of a new 
trailer on maintenance and would still 
have to stand the loss in trade-in value. 

So, now Steere’s company buys 
from 50 to 60 new tractors each year. 

Pre-Paid Maintenance—He says, 
“We believe in keeping a ‘young 
fleet’. This keeps maintenance costs 
down. We feel that by trading often 
we're actually buying pre-paid main- 
tenance.” 

While Steere has settled on Frue- 
hauf trailers, he needs five basic types 
to haul the various products. These 
tank units range from a 4,200-gal. as- 
phalt trailer to a 5,750-gal. gasoline 
trailer. 

Each Ferguson-Steere terminal has 
its own maintenance shop. To keep the 
shops stocked with parts, the company 
spends about $160,000 a year on parts 
alone. 

Payroll of the company has risen 
from 20 in 1946, to 210 today. This 
includes 175 drivers, 25 maintenance 
employes and 10 on the office staff. 

The next thing Steere is eager to 
try is the automatic transmission for 
heavy duty trucks. 


Ton-Mile Tax Probe Sought 


Rep. William Ayres (R., Ohio) has 
asked the House Commerce Commit- 
tee to appoint a special subcommittee 
to investigate state road use tax legis- 
lation and its effect on truck recipro- 
city agreements between states. 

He had introduced a_ resolution 
authorizing congressional investigation 
which was tabled by the House Rules 
Committee on grounds that no special 
authority was needed for such a probe. 
After the Rules Committee decision, 
Ayres wrote to Rep. Charles A. Wol- 
verton (R., N.J.), chairman of the 
Commerce Committee, asking action 
by that group. 


Car Loadings Top 2 Million 


Tank carloadings of oil, chemicals 
and other products totaled 2,305,488, 
or an average of more than 6,300 cars 
a day during 1953, according to the 
Assn. of American Railroads. Almost 
166,000 tank cars were in operation by 
railroads and private car owners by the 
end of 1953, an increase of nearly 
6,000 cars over 1952. 


AUTOMOTIVE 


Big Claims Herald New Fuel System 


Every two years or so, stories 
pop up about new carburetors 
or new fuel systems being in- 
vented which will give startling- 
ly high mileage per gallon of 
fuel. 

And just about as regularly 
these “developments” vanish in- 
to thin air when thoroughly 
checked. 

Now out of the West comes a report 
to outdo all previous claims for auto- 
motive efficiency. The pill you put in 
your gasoline tank, the new carburetor 
that will deliver about 50 to 60 miles 
per gal. of gasoline, take a backseat 
to the brainchild of two Phoenix, 
Ariz., men. 

Carl M. McPherson, an Arizona 
State Highway Department civil engi- 
neer, and Solomon P. Scholl, truck 
fleet maintenance mechanic, report to 
the Detroit News that they have de- 
veloped a new fuel system which will 
enable a passenger car to go 200 miles 
or more on a gallon of gasoline. 

That is amazing news to motorists 
and Ralph R. Watts’ announcement in 
the News probably raised the hopes of 
many an economy-minded car owner. 

Some Cold Facts—Automotive en- 
gineers, however, are inclined to view 
such “developments” with a cold and 
critical eye. Simple application of 
basic laws of physics and ordinary 
mathematical logic brings automotive 
engineers to one conclusion. 

It can’t be done, for these reasons: 

The modern internal combustion 
engine is about 25% efficient at cur- 
rent performance levels. That means, 
on the average it delivers about 15 
miles per gal. of gasoline. 

Assuming complete utilization of all 
the energy contained in a gallon of 
gasoline is possible, that would con- 
ceivably bring the automotive engine 
up to 100% efficiency. In other words, 
four times as efficient as present en- 
gines. 

Four times 15 is 60, or 60 miles per 
gal. at present performance levels. 
Lower the performance requirements 
by driving slower and eliminating fast 
starts and the modern car may average 
as high as 20 miles per gal. Four times 
that is only 80 miles per gal. 

242, They Say—yYet, reports from 
the West Coast quote one Los Angeles 
paper as saying the McPherson-Scholl 
system, installed on a Ford six, has de- 
livered as high as 78 miles on a quart 
of gasoline, or 242 miles per gal. 

Though the device, on which Mc- 


August 4, 1954 + NATIONAL PETROLEUM NEWS 


Pherson has been working since 1933, 
has been shrouded in secrecy, plans 
are going ahead to market it. 

Fred Ellers, president of Vanell, 
Inc., Burbank, Calif., went to Phoenix 
in Mid-July in an attempt to sew up 
manufacturing rights on the device. 
His firm manufactures hotrod auto- 
motive accessories. 

“My purpose was to get something 
tangible, but I left without seeing it,” 
Ellers said. The inventors were afraid 
to show it, he said, because of its sim- 
plicity. 

From Gasoline to Gas—According 
to Ellers’ understanding, the gasoline- 
saver is not a carburetor, but rather a 
device that converts gasoline into a 
gas before it is delivered into the in- 
take manifold. Thus gasoline in the 
raw state is not burned in the cylinder. 

Ellers has a signed agreement per- 
taining to manufacturing rights and a 
formal contract probably is upcoming. 
He would not guess at the device's 
cost, and claims he knows nothing 
more about it than the information 
given here, except that is involves “a 
new concept—something really basic.” 

Regarding oil industry interest in 
the invention, he said he has “had 
some nibbles” from oil companies. 

Al Hursch of the Gain Economy 
Club of America, San Gabriel, Calif., 
did volunteer a cost estimate after 
landing an _ exclusive distribution 
agreement protecting his membership. 
Hursch, whose 750-member club pub- 
lishes the Gain Economy News, which 
offers hotrod accessories to members 
at a 20% discount, pegged his under- 
standing of the retail price at “less 
than $100.” 

He said he had only seen parts of 
the device, but gave the same gasoline- 
into-gas version as Ellers. “The boys 
have something basic,” he repeated. 
Hursch added that he is relying on the 
reputation of the patent attorney, Wil- 
lard LeBlond Grone. Hursch said 
Grone is so convinced of the inven- 
tion’s value that he expects to fight for 
a basic patent. 

“They're wide open until he files a 
patent application,” Hursch - said, 
which explains the secrecy. 

For the World to See—But secrecy 
or no, publicity is in the works for the 
device. On Aug. 14, a Popular Me- 
chanics writer will view a demonstra- 
tion of the invention and an Arizona 
Gazette reporter, who also is a cor- 
respondent for the Wall Street Journal, 
is writing a story on it. 
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Jobber Sues Texaco for $1 Million 


Shell Jobber C. C. Stanton of 
Hastings, Fla., wants $1 million 
from The Texas Co. to pay for 
the business he says he lost when 
Texaco allegedly wooed away one 
of his customers with an unfair 
price. 

Stanton has filed his punitive dam- 


ages suit with U.S. District Court 
in Jacksonville while awaiting Texaco’s 
reply to another suit he filed previ- 
ously charging Texaco with violation 
of the Robinson-Patman Act. 

In his bill of complaint, Stanton 
charges Texaco caused him loss of 
business from Horne’s of Bayard, Inc. 
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OREL 


PENETRATING RUBBER LUBRICANT 
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Just fill this polyethyl- 
ene squeeze-bottle with 
new, improved Du Pont 

“Orel” and you have a 
ny ‘Anti-Squeak 
Gu One shot stops 
pe squeaks for 


PREMIUM QUALITY, STOPS SQUEAKS FAST 
KEEPS OUT SQUEAKS, WONT WASH OUT 


“Orel” isanexclusive DuPont 
formula. Unlike petroleum- 
based lubricants, it cannot 
harm rubber. It contains no 
castor oil or graphite . . . does 
not dry out or “‘wash away,” 
even with repeated exposure 
to rain and washing. “‘Orel”’ 
stops squeaks and keeps them 
stopped. Order new,improved 
Du Pont “Orel” next time you 
talk to your jobber—there’s 
nothing else like it! 





Use OREL to lubricate all 
these and many more 
. Bushings in Shock Absorber Arms 
. Spring Shackles 
. Sway Eliminator Bars 
. Motor and Body Mountings 
. Pads Insulating Springs from Axles 
. Rubber Insulations between Spring Leaves 


. Metal-to-Metal Contacts between Chassis 
and Frame 


8. Steering Column Rubber Bushings 
9. Fan Belts 

10. Knee-Action Units 

11. Rubber Hood Seals 

12. inner Tubes when Mounting Tires 


BU PONT No"7” PRODUCTS 


BETTER THINGS FOR BETTER 


LIVING, 
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He alleges Texaco induced the firm to 
buy its products at a price less than its 
established tank wagon prices. Further 
allegation was made that it is the prac- 
tice of all oil companies selling in 
interstate commerce to establish tank 
wagon prices and publicly post such 
prices in the territories covered by the 
price. He claims it is unlawful for an 
oil company, either directly or indi- 
rectly, to distinguish in price between 
different purchasers and retailers in 
territories where tank wagon prices 
are posted. 

The plaintiff claimed in his suit that 
he had furnished Alton I. Horne and 
later Alton I. Horne and Robert Horne 
with oil products for resale since 1935. 
In October, 1948, he leased property 
from the Hornes to operate a retail 
outlet for Shell products. Stanton said 
Shell advised Texaco in May, 1953, 
of the lease agreement but that fall 
Texaco again began negotiations. 

The Bayard firm advised Stanton 
Jan. 1, 1954, that if he could not meet 
rebate or price discount, that they 
would drop the agreement with Stan- 
ton. He agreed to rebate 1¢ gal. on 
gasoline. And he continued doing busi- 
ness under this arrangement until 
April 10 when pumps furnished by 
him were removed either by Horne’s 
or The Texas Co. 

The complaint states that Horne’s 
purchased 95,000 gal. of gasoline from 
him in 1953. And so far in 1954 the 
Bayard firm has bought 9,950 gal. in 
January, 10,930 gal. in February and 
11,677 gal. in March. He alleged he 
could have expected to sell Horne’s 
from 10,000 to 12,000 gal. per month 
in the years between the present time 
and October, 1958, when his lease 
agreement would have ended. 

Stanton also alleges that The Texas 
Co. should be enjoined from further 
interference with his rights and that 
the injunction should be in full force 
and effect until October, 1958. 

The Stanton company operates in 
three counties with three delivery 
trucks, one gasoline and two fuel oil, 
with an average monthly throughput 
of 240,000 gal. 


Antitrust Study Bill Ready 


Ready for Senate floor action is a 
resolution providing $37,500 for Sen. 
William Langer (R., N. D.) and his 
Senate Judiciary Committee—for a 
study of antitrust laws. 

Industry circles figure Langer will 
go after data on alleged “monopo- 
listic practices” in natural gas distri- 
bution. Also, reports say, he may at- 
tempt to show that the natural gas in- 
dustry is controlled in large part by 
the oil industry. 
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Any idea 
what year 
it was? 


It was the year when San Francisco was almost completely destroyed 
by earthquake and fire. 


... when President Theodore Roosevelt received the Nobel Peace Prize 
... when Charles Evans Hughes was elected governor of New York. 


This particular year sticks in our memory since it marked 
the first time Gulf ever laid a pipe line. This was an 8-inch 
line that extended from Port Arthur, Texas, to Glenn Pool 
in Oklahoma—a distance of 413 miles. 


If you pick the year as 1906—you’re right. 


Today there are about 163,800 miles of pipe line in the oil 
industry’s transportation system—enough to circle the globe 
six and one half times at the equator. That’s a good exam- 


ple of the remarkable progress the petroleum business has 


made; progress which has contributed mightily to the 
growth of America. GULF OIL CORPORATION 


GULF REFINING COMPANY 


We at Gulf believe that the years ahead will continue to GENERAL OFFICES, PITTSBURGH, PA. 


witness great developments in our industry with increasing 
benefit to everybody. 
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REGIONS - » « interpreting the oil news 


Midwest 


By Leonard Castle 


Safety in Chicago 


Two and a half years ago the oil 
industry in Chicago voluntarily in- 
stituted a long-range safety program 
governing transport truck operations 
within the city with branches reaching 
out into four neighboring states. 

The program, devised after a year’s 
study by an eight-man industry com- 
mittee, was an outgrowth of the May 
25, 1950, disaster in which 34 per- 
sons were killed when a streetcar 
rammed into a petroleum transport. 

Last week, the oil industry could 
look back upon the experience of the 
past two and a half years and report 
that “within the memory of those 
concerned with local regulatory laws, 
never has an industry ordinance been 
met with such whole-hearted co-oper- 
ation so quickly and effectively.” 

According to a report of the Oil 
Industry Compliance Committee, it 
probably is true that “compliance has 
been well-nigh perfect.” 

“The compliance provision is volun- 
tary and much of it is self-imposed, 
going beyond the bare terms of the 
law,” the report says. That explains 
why the general picture is so good. 
However, as long as the industry has 
to make its deliveries through the 
agency of human beings there can- 
not ever be absolute perfection. The 
record can only reflect what the in- 
dustry is doing to condition its drivers 
for compliance. Responsible execu- 
tives have shown their willingness to 
meet this as a continuing obligation.” 

The Scoreboard—During the first 
two and a half years, the oil industry 
in Chicago made these accomplish- 
ments. : 

—Organized a responsible group to 
build up industry-wide compliance 
with the law. This group, known as 
the Oil Industry Compliance Com- 
mittee, Chicago Flammable Liquids 
Transportation Ordinance, functions 
continuously through the office of the 
Central Division, American Petroleum 
Industries Committee. 

—Interpreted the ordinance and 
published a routing map so simple 
that with the stroke of a pencil the 
problem of zone approach and deliv- 
ery can be solved from any given 
primary source of gasoline. 
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—Set up a checking system to de- 
termine whether the drivers were 
making proper application of the rout- 
ing law. Route deviations are trans- 
mitted back to the employing company 
for investigation and, if necessary, 
discipline. 

—Established a liaison by which the 
industry obtains copies of complaints 
concerning truck and transport prac- 
tices received by police, fire and other 
officials. This is done without public- 
ity and in the best of spirit. 

—Issued numerous bulletins to 
supervisory employes interpreting the 
law, encouraging constant vigilance 
and transmitting instances of irregular- 
ities which might establish trends and 
should be halted immediately. 

—Created a cartoon character called 
“Old Tim” to reach the drivers them- 
selves. Old Tim has become a familiar 
personality to hundreds of drivers. 
That his home-spun talk is accepted 
enthusiastically is evidenced by con- 
structive remarks heard in drivers’ 
quarters and sometimes penciled on 
the cartoons where they are posted 
on bulletin boards. 

—Set up a list of small transporters 
who do not have compliance depart- 
ments and sends them all instructive 
material. 

Gasoline Handling—As a related 
program, John A. Ainlay, executive 
secretary for the PIC central division, 
developed indoor and outdoor in- 
structional shows designed to clarify 
the problems of gasoline handling for 
firemen and legislators. These demon- 
strations have been presented at many 
firemen’s conventions. 

Ainlay gradually improved his in- 
door show by adding equipment until 
now it is packed with 30 minutes of 
education and entertainment that helps 
firemen, plant fire guards and others 
understand the combustion character- 
istics of gasoline. 

The outdoor demonstration requires 
a loaded semi-tank, a large field and 
a sizeable cast of participants as it 
embraces the igniting and extinguish- 
ing of a half dozen tank fires by 
different methods. 

“Firemen over a wide radius around 
Chicago have seen the shows and have 
had their eyes opened to facts long 
obscured by unbased fears and super- 
stitions,” the report declares. “Even 
suburban volunteer firemen understand 
how to approach a petroleum fire.” 

“Facts are being given to news- 
paper reporters more accurately and 
with better authority. It is significant 
that two recent gasoline accidents were 
extensively covered in the Chicago 
Tribune without the word ‘explosion’ 
being used.” 


Pacific Coast 


By Charles N. Pollak 


How to End Price Wars 


As this is written Los Angeles’ price 
war is showing signs of becoming a 
chronic summer ailment. There are a 
number of 12.9¢ per gal, retail prices 
advertised for regular-grade gasoline 
(ex 8¢ state and federal taxes) by pri- 
vate-brand dealers, while some major 
company stations in the San Fernando 
Valley have dropped as low as 14.9¢ 
—all 5¢ below “normal.” 

There have even been a couple of 
10.9¢ postings reported, and the met- 
ropolitan newspapers have taken cog- 
nizance of the price-cutting with vivid 
descriptions of how “. . . gleeful mo- 
torists ordered “fill ‘er up.” 

These prices contrast eloquently 
with independent refiners’ announced 
regular-grade rack price of 12.1¢. 

A Bit of Advice—In the face of 
these conditions, Dan Lundberg, 
SYMPA executive secretary, offered 
operators advice which he said might 
“get you away from below-cost opera- 
tions” without violating antitrust laws. 

“If you are selfish, stupid, hurt and 
inclined to want to improve your mar- 
gin, take these three points as gospel,” 
he wrote members. 

“(A) Everybody knows you will let 
others ‘go up’ first while you try to 
drag your heels. You may say, ‘I just 
wanna get back my customers,’ but 
they will call you a thief. 

“(B) Everybody knows that your 
word is no good, because you’re not 
at all obligated to tell anybody else the 
truth. You call all of them liars, and 
sO are you, to them. 

“(C) Therefore, tootsie, if you're 
too-low-priced and operating below 
cost, and you're stupid and hurt but 
smart enough to want to save your 
business, you must make the first 
move, not them! They know what 
your racket is, and they won't give 
you your ‘chance.’ But, if you, of all 
people, make the first move, you have 
a pretty good chance that ‘they’ will 
follow. And, after all, if they don’t, 
you can drop right away and be a 
louse again, can’t you?” 

Santa Rosa Version—Meanwhile, in 
Santa Rosa, hub of the handsome wine 
country north of San Francisco, the 
local dealers’ association took steps to 
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end a price war that has lasted six 
months. Santa Rosans have seen curb- 
posting at every station but Union 
Oil Co. outlets. Then, a fortnight ago, 
even Union dealers dropped more 
than 6¢ below the prevailing regular- 
grade price to 17¢, leaving a spread 
of 8.9¢ between that and the premium- 
grade price of 25.9¢. 

On the advice of Clyde Hendrick- 
son, San Francisco Mohawk Petro- 
leum Corp. dealer who is a past presi- 
dent of California Gasoline Retailers, 
Inc., Santa Rosa dealers decided that 
large price signs were the chief 
villains. 

They organized three four-man 
teams to circulate let’s-take-the-signs- 
down petitions among all the dealers 
in town. Most were glad to sign and, 
one by one, the huge price come-ons 
disappeared. At the same time, prices 
began to creep upward by 1 or 2¢. 

It is still too early to say whether 
the Santa Rosa plan is an unqualified 
success. At least it appears to demon- 
strate that a dealer will instinctively 
try to sell at a profit if he isn’t com- 
mitted to a disastrous price reduction 
by a “Gas War” sign out front. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Trial in New Jersey 


The “bottom selling” of the last six 
months by organized New Jersey gaso- 
line retailers may be only a foretaste 
of tougher tactics aimed at eventually 
stabilizing the Garden State market. 

Those retailers, this week and next, 
will try to prove by raising their prices 
that they are “not the cause but rather 
the victims of price wars” that have 
been raging over the state. 

“If the new prices don’t stick, Jer- 
sey will really rock,” promises John 
‘Dressler, president and executive sec- 
retary of the New Jersey Gasoline 
Retailers Assn. 

His members swear, he reports, that 
they'll put their prices even lower than 
they’ve been in the bottom selling 
campaign. 

In that drive, the association men 
generally have posted prices reflecting 
net cost of product plus about 1.7¢ 
for rent. 

Their hope has been that this would 
force suppliers to fair-trade their prod- 


ucts, and thus put a floor under prices. 
But their leaders now see fair trading 
as probably a lost cause, and have 
shifted their sights to legislation next 
winter to install price control similar 
to that exercised by the state’s milk 
control board. 


Industry Comes First—‘They have” 
says Dressler in an association bulletin 
outlining their latest plan, “probably 
made some errors, but all the actions 
taken in the past by these men were 
for the best interest of the industry and 
it seems unfortunate that through a 
twist of propaganda they were accused 
of being price cutters. 

“By the action they now take they 
should be able to disprove this charge. 
Every intelligent dealer is urged to 
look over his market and see who will 
be the cause of again forcing the mar- 
ket down if it is forced down. We 
sincerely hope that everyone now 
realizes that the retail price of gasoline 
must be uniform or price wars will go 
on forever. No dealer can tolerate his 
competitor underselling him if he 
wants to stay in this business. The 
motoring public is too sensitive to 
price. 

“In this past period a great deal of 
bitterness has been built up between 
dealers. You must realize that that is 
a natural condition. As every man at- 
tempts to find the spot in which he 
could live, he commits an act that 
probably antagonizes his neighbor. 
There is also no question that many 
of you are angry at the association for 
the part it played, even though we 
made every effort to bring you out at 
the time decisions were made, and 
many of you who would not attend 
the meetings later condemned us for 
the actions we took through a majority 
vote. 

“All of these things you and I must 
know are present, and will add to the 
risk of making this proposed move a 
failure. 

Co-operation Needed—‘“The desire 
for a good market in which each man 
can make a fair return is ever present 
among the vast majority of dealers, 
and for this period ahead we urge 
every dealer to realize how sensitive 
this makes it and to therefore expend 
every effort, at least during this trial 
period, towards establishing friendly 
relations with his competitor. 

“Remember this, that if some of the 
dealers want to be price cutters and 
will not follow up, the rest of the 
dealers can again go down and if you 
go low enough you will get back your 
‘customers.’ The bitter lesson we have 
learned is that ‘customer’ loyalty is not 
the important thing that we thought it 
was. The man you helped on a snowy 
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morning to get his car started will for 
the most part not hesitate to patronize 
your competitor when he drops the 
price a cent. 

“I again repeat that you can lose 
nothing during this trial period even 
though you find your price higher 
than your competitor, because if the 
experiment fails, the low price sign 
will correct any error you make. 

“Finally, it is this writer’s (Dressler’s) 
considered opinion that because of the 
difficulty in securing unanimous ac- 
tion and because we know unanimous 
action is necessary, he believes the 
final, long-term answer must come 
from a price control board somewhat 
similar to the milk control board and 
that even though it is difficult to pass 
this kind of legislation, he would like 
to point to the long record of successes 
in passing legislation on the part of 
our association that has helped the 
dealer in the past.” 


Smog in New York 


New Yorkers can bear witness to 
the fact that Los Angeles has no 
monopoly on smog. The entire New 
York area was smothered for two days 
last week by a blanket of smog that 
made eyes sting, while temperatures 
rose into the 90s. 

Dr. Leonard Greenburg, commis- 
sioner of air pollution control, said 
the sulfur dioxide count was 5/10ths 
of a part in a million parts of air 
(compared with a normal of 1/10th). 
Last November, however, the count 
went as high as 8/10ths, Dr. Green- 
burg said. 

A layer of air high above the New 
York area, warmer than air at ground 
level, held the smog stationary, except 
for brief periods when sea breezes 
resulted in a partial dispersion. 


Show Takes to Road 


Esso Standard in July began re- 
peating in each sales division the prod- 
ucts information program it staged 
last month for employes in New York 
(see NPN July 7, p. 23). 

Supplementing this will be a book- 
let for all employes with the same 
theme as the program, “Selling is 
Everybody’s Business at Esso Standard 
Oil Company.” 

In the “road shows,” region sales 
managers and division managers are 
handling the parts taken by top man- 
agement in the New York presenta- 
tions. 

However, the professional actor is 
appearing in the division presentations 
who, in the New York meetings, fired 
questions about gasoline advertising 
claims in the role of Diogenes, classic 
seeker after truth. 
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Refinery Cut-Backs Point To Firmer Markets 


Continued progress in reducing crude through- 
put at refineries pointed the way to firmer product 
prices the past week. 

At the Gulf, regular-grade, 87 oct., gasoline was 
quoted 0.25¢ higher at 10.25¢, as were most distil- 
lates, with No. 5 i in cargo lots up to 8¢ per gal. 

For Group 3 basis shipments, No. 6 oil bounced 
back to $1.00 per bbl., up 5¢, and some Midwestern 
refiners were turning away bids at higher prices. 

What reduced runs can do to sales schedules was pointed 
up in the remark of one major refiner. This refiner, market- 
ing in the Midwest, the Rocky Mountains and the South- 
east, reported that he would not have a single additional 
cargo of No. 2 fuel to offer spot at the Gulf Coast during 
the balance of this year. He added, however, that if gaso- 
line prices advanced, he then would increase his runs pro- 
portionately, in which case his offerings would be more 
liberal. 

In addition to improved prices at the Gulf, the supply 
situation was enlivened by purchases totaling 11 cargoes 
of distillate and five of gasoline. At the end of the week, 
Gulf refiners said they still were getting active inquiries 
for light products with additional closings reportedly made, 
but in which details were lacking. 

Even with last week’s drop of approximately 3,000,000 
bbls. in the nation’s gasoline stocks, and higher prices at the 
Gulf, product prices still were “ragged” at Great Lakes 
Pipe Line terminals and river terminals. Discounts in “pipe 
line territory” still varied from 0.25¢ to 0.625¢ off delivered 
terminal costs. 

Midwest Gasoline Still Free—At Chicago River termin- 
als, for several months the “dumping ground” for surplus 
stocks along the river and Gulf Coast, gasoline prices re- 
mained weak. One terminal operator said he was nearly 
ready to introduce a “competitive grade” of 83 oct. regular 
gasoline to meet any current ‘ 
10.125¢ to 10.25¢,” FOB Chicago District—for cycled 
regular. 

The Atlantic Coast, earlier the stormy scene of adjust- 
ments and re-adjustments—all downward—in light fuel oil 
prices, was remarkably quiet. The outstanding spot transac- 
tion was a barge reseller’s purchase of 20,000 bbls. of No. 2 
fuel and 10,000 bbls. of kerosine at current “lows,” with 
price protection guaranteed through September. However, 
the advance to 8¢ in No. 2 cargo prices at the Gulf brought 
additional inquiries for the product, FOB eastern terminals. 

Up and down movements of retail gasoline prices in 
several cities still figured largely in oil news. 

Kansas City War Over—In Kansas City, Mo., a retail 
price war ended in less than a week after a number of 
major brand dealers met private brand prices “right on the 
nose.” Both private and major brands of regular were re- 
tailing 1¢ lower than pre-war prices, however, after a 1¢ 
reduction in dealer tank wagon prices. 

At the end of the fight, private brands in the 5¢ tax 
area Outside of Kansas City, Mo. (north of the city) posted 
regular gasoline at 16.9¢, and major dealers went to 18.9¢, 
ex taxes. 

In the 7¢ tax area within the city limits, where a 2¢ city 
tax prevails, and on the Kansas side of the Missouri river, 
private brands went to 18.9¢, major brands to 20.9¢, ex 
taxes. 
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Meanwhile an NPN check revealed that Standard of 
Indiana had lowered its Kansas City dealer price for Red 
Crown (regular) gasoline by 1¢ to 14.5¢ on a temporary 
basis. 

During the height of the price war, major dealers low- 
ered prices for regular as much as 10¢ in Kansas, up to 8¢ 
in the 5¢ tax area on the Missouri side of the river. The 
fight is said to have started with lowering of retail prices at 
a new Site Oil station outside of Kansas City, Kansas. 

N. J. Dealers To Raise Prices—In New Jersey, dealers 
belonging to Gasoline Retailers Assn. will switch from 
“bottom selling,” starting in August, to postings giving 
them margins of a little more than 6¢, according to John 
Dressler, association president and executive secretary. 

So-called “bottom-selling” in which the association has 
been engaged for six months was designed to force sup- 
pliers to fair-trade their products and bring stability to 
New Jersey market. 

Dealers taking part in the campaign had been selling 
regular-grade gasoline at tank wagon cost, plus “rental” of 
about 1.7¢ on the average. The new plan will bring margins 
for regular to 6.2¢, premium-grade to 6.7¢, Dressler said. 

In the following price-war cities, prices are shown ex 
taxes, which are indicated in parentheses: 

Providence, R.I. (6¢)—Dealer tank wagon prices sagged 
another 0.9¢ to 13.9¢ effective July 30, with a few still 
holding at 14.8¢. Reports were that some dealers, at least, 
were guaranteed 4¢ margin if retail prices do not go below 
17.9¢. Pump prices for private brands were at 15.9¢, major 
brands at 17.9¢, with a few at 16.9¢. 

Los Angeles (8¢)—Private brands of regular retailed as 
low as 10.9¢, and 14.9¢ for premium grade, in Studio City 
in the San Fernando Valley—lowest in Los Angeles Basin 
since before the Korean war. This puts private brands 7¢ 
lower than in April, when the current series of cutting 
began, and 9¢ and 10¢ below recent prices at most major 
brand stations. 

Pittsburgh (7¢)—Retail price cutting has spread from 
South Hills section and outskirts of Pittsburgh to virtually 
all parts of city. Prices for regular range upward from 
15.9¢ at private brand stations and at a few major stations. 
Most major brand dealers, however, are at 17.9¢. 

Philadelphia (7¢)—Retail gasoline prices dipped 2¢ at 
most stations in North and Northeastern parts of town 
with a majority of suppliers said to be giving “price assist- 
ance” to dealers. Major brand dealers lowered their prices 
for regular to 14.9¢ in North-northeast areas, 16.9¢ and 
17.9¢ in rest of city, with private brands posting pump 
prices of 13.9¢ and 14.9¢. Dealer tank wagon prices were 
unchanged, generally at 13.9¢, but dealers were getting 

“assistance” in the form of 3¢ allowances, 4¢ guaranteed 
margin, or “help on rent.” 


Gulf Coast 


Prices Up On Heavy Buying 


There was general improvement in prices at the Gulf the 
past week, and also heavy buying. 

Prices up included regular-grade and low octane gaso- 
lines, and most distillates. Regular-grade, 87 oct., was 
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quoted at 10.25¢ and upward, up 0.25¢ on the low, and 79 
oct. and 70-72 oct. gasoline were at 9.5¢ and 9.375¢, up 
0.25¢ and 0.125¢, respectively. 

No. 2 fuel and gas oils mostly were up 0.25¢ per gal., 
with No. 2 fuel offered at 8¢ and plently of buyers inter- 
ested. Gas oils were quoted at prices ranging from 8¢ per 
gal. for 43-47 d.i. up to 8.25¢ for 53-57. 

Reduced runs and heavy supplemental buying by re- 
finers did the legwork toward higher prices. A run-down 
of the purchases recently closed included three cargoes of 
premium gasoline, two of mixed premium and housebrand, 
and one of regular-grade. As for No. 2 fuel, one major 
bought one cargo, another major bought two cargoes, and 
a third company picked up six to eight cargoes for delivery 
later this year. All of these buyers previously had reduced 
their refinery throughput in the recent past. 

An atmosphere of higher-price expectancy pervaded the 
Gulf market. As inquiries became more widespread, refin- 
ers increasingly were reluctant to quote flat prices on spot 
offerings. An NPN check of Gulf Coast refiners showed 
that a considerable segment of the industry in that area 
would be a buyer of supplemental products if they held 
their runs down to current throughput. 


Atlantic Coast 


Markets Quiet, Traders Watch Gulf 


While open market activity remained at a virtual stand- 
still and contract takings for the most part were “hand w 
mouth,” East Coast traders looked for higher distillate and 
gas oil prices at the Gulf to bring increased interest at At- 
lantic terminals. With heating oil prices at the lowest they 
have been all summer at Atlantic Coast points, buyers who 
have not begun summer fill takings will have to move soon 
if they are to take advantage of “price protection” plans. 

Only trading disclosed during the week was the open 
market purchase of 20,000 bbls. of No. 2 fuel and 10,000 
bbls. of kerosine by a New York barge reseller. Prices in 
transaction were current “lows,” with supplier guaranteeing 
price protection through September. 


Chicago District 
‘Competitive’ Gasoline To Hit Area 


River terminal operator said last week he was about 
ready to introduce a “competitive grade” of 83 oct. regular 
gasoline to meet Chicago District’s lowest prices. Light 
fuels were quiet, but with some river terminal operators 
inclined to “shade” prices on small lots. Heavy fuels re- 
mained firm. Suppliers’ prices were unchanged for all 
products. 

Fight among river terminal operators appeared looming 
when one said he shortly will introduce a low-priced 83 oct. 
regular-grade gasoline to meet “any price in town”—said 
to be “around” 10¢, FOB Chicago District—for cycled 
regular. Quotations for refined, “full specification” gasoline 
were unchanged from 11.5 to 13¢, Chicago District. 

Some “discount” trading in range oil and No. 2 fuel at 
“0.25¢ off’ Chicago District lows, was carried on, but 
over-all volume was small. While heavy fuel prices were 
unchanged, consensus was that prices for balance of year 
“can go only one way—up.” 


Midwestern (Chicago-E. St. Louis Area) 


Heavy Fuel Prices 5¢ Higher 


Heavy fuel prices ranged S5¢ higher in the Midwest last 
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week when two refiners reported price advances in a market 
generally thought of as firm. 

Gasoline’s possible position during August was subject 
to much speculation because of curtailed crude runs. At 
Great Lakes Pipe Line terminals, however, “discounts” 
still ranged from 0.25¢ to 0.625¢ off delivered cost pric:s 
with virtually no spot buying disclosed. 

Light fuels were quiet. A number of refiners said light 
grades “looked better” on basis of not having weakened by 
the end of July. GLPL shippers’ prices for Nos. 1 and 2 
fuels were said to be firm at “the lows,” plus pipe line 
tariff, to spot buyers. 

Refiners’ prices for No. 6 fuel ranged from $1.00 to 
$1.10, Group 3, up S¢ on the low, after one refiner 
similarly advanced his price from $0.95. Another refiner 
boosted his price from $1.00 to $1.05, adding he has 
“nothing to sell” to spot buyers. 


Mid-Continent 
Supply Picture Improves 


As a result of reduced refinery runs, the supply and 
demand picture continued to improve in Mid-Continent 
during the final week of July, according to most refiners. 
Residual fuel prices increased 5¢ bbl. in Oklahoma, and 
gasoline prices were up 0.125¢ to 0.25¢ in North Texas, 
after a refiner in each of these areas reported increasing 
his quotations. 

In Oklahoma, as result of refiner increasing his No. 6 
fuel quotation, prices ranged upward from $1.00 for both 
local and northern shipments. However, one tank car 
marketer reported that he had to pay $1.10 and $1.15 for 
a total of 14 cars he purchased from two Kansas refineries 
on an FOB refinery basis. Most buyers said they could find 
no material “at the low,” and buyers and sellers alike 
predicted a tighter No. 6 fuel supply picture for the future. 

In North Texas, premium-grade gasoline ranged up- 
ward from 12.625¢ and regular-grade from 11.625¢, as 
result of increases reported by one refiner. 

Elsewhere in Mid-Continent, majority of refiners ex- 
pected a firmer gasoline market for remainder of summer. 
However, some said there was still “too much gasoline 
around” and material continued to be offered at “discounts” 
at northern pipe line terminals. 

Demand for distillates and lubricating oils remained 
weak. 


Central Michigan 
Discounts Still Hit All Products 


Buyers continued to find nearly all products, in one area 
or another, subject to discounts in Central Michigan. 
Refiners’ quotations were unchanged, however. 

In gasoline, “sharpshooting” for commercial consumer 
gallonage still kept that market well below prices to dealers 
in amounts said to range from 1¢ to 1.5¢. Prices to jobbers 
were fairly steady for gasoline. 

While “discounts” in light fuels were not especially 
“serious,” several suppliers said product could be had by 
immediate buyers at prices below general “summer price” 
level of most refiners. One refiner said if any product was 
moving at these “low” prices, it was only a trickle, at best. 

Heavy fuels generally were steady to firm, but in number 
of instances, large industrial users were able to make initial 
fills on “special deals” involving price cuts up to 0.5¢ or 
more. 
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OIL MARKETS 
Summary of Gasoline Prices (July 27 through August 2) 








Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. ame) 
W. Tex. (Texas & New Mex. shpt.) 


W. Tex. (Texas & New Mex. shpt.) 








Monday 
Aug. 2 
12 .625-14.55 
13 .25-13.8 


(4 a 876 
6-11. Fae) 
512-7 


11.5-12.25 
(8)10.25-10.5 
10-10 .25 
(2)10.76-11.8 
11.25-11.5 
18.95-15.8 
13.86 
(2)15.4-15.9 


12.45-13.8 
11.5-13.7 

(3)12.9-13.9 
12.8 


14.75 
13.5-18.9 
18.75-14.25 


Friday 
July 30 
12.625-14 .55 

13.25-13.8 


(8)12-13 .375 
11.5-13 
12.625-14.2 
18(2) 


“ni. 11.875 
ow week, -126(2) 


rte 5-12. bs 
(8)10.25-10.6 
10-10 .25 


(2)10.75-11.8 
11,25-11.5 


13.95-15.8 

18.85 
(2)15.4-15.9 

12.45-13. se 


11.5-18.7 
on. 9-13.9 


14.75 
13 .5-13.9 


= 75-14.25 
2.5-18 


Thursday 
July 29 
12 .625-14.55 
13 .26-138.8 
One-s. avs 
11.5-18 
12.625-14.2 
13(2) 
(4)11-11.875 
10.5-11.125(2) 


1.5-12.7 
11.5-12.25 


(3)10.25-10.5 
10-10 .26 


(2)10.76-11.8 
11.25-11.5 


13.95-15.8 
18.85 
(2)15.4-15.9 


12.45-18.8 
- 11.5-18.7 
(3)12.9-13.9 
12.8 


14.75 
13.5-18.9 


13.75-14.25x 
12.5-13 


Wednesday 
July 28 

12.625-14.55 
18.25-18.8 


(8)12-18 .375 
11.5-18 
12.625-14.2 
13(2) 


(4)11-11. 375 
10.6-11.125(2) 
x11.5-12.7 
11.5-12.26 
(3)10.25-10.5 


(2)10.75-11.8 
11.25-11.5 


18.95-15.8 
13.85 
(2)15.4-15.9 


12,45-13.8 

11.5-13.7 
(8)12.9-18.9 

12.8 — 


14.75 
13.5-13.9 


13.75-14.25 
12.5-13 


Tuesday 
July 27 
x12 .625-14.55 
18.25-13.8 
ones, 875 
1.5-18 
nig, 625-14.2 
18(2) 
(4)11-11.375 
10 .5-11.125(2) 
x11 .6-12.7 
11.5-12.25 
(8)10. 73. 5 
10-10.25 
ane. 75-11. ' 
1.25-11.5 
18.95-15.8 
18.85 
(2)15.4-15.9 
12.45-13.8 


11.6-18.7 
(3)12.9-13.9 
12.8 


14.75 
13.5-138.9 


13.75-14.25 
12.5-13 


14.45 
12.5 


14.45 
12.5 


14.45 
12.5 


14.45 
12.5 





Western Penna. Stocks of Natural Gas Liquids 


(Thousands of gal.) 


May 
1954 


Export Lube Inquiries Reported 


Western Penna. markets generally were quiet most of 
the week, with slack trading reported in all products. Late 
in the week, however, unconfirmed reports of large-sized 
foreign inquiries for lubricating oils indicated a possible 
spurt of activity in base stocks. 

One refiner said he had received export inquiries for over 
500,000 gals. of lubricating oils late in the week. Though 
the report could not be confirmed at presstime, the refiner 
said his bids on over 75,000 gals. of the material had 
already been accepted. 

Further indications of possible increased activity in lubes 
came when another source reported additional foreign 
inquiries for base stocks totalling over 135,000 gals. 

Gasoline volume continued “seasonally good” according 
to reports, with most withdrawals against contracts. Price- 
wise, refiners said the “confused” situation was clearing 
up, as “adjustments” at the tank car level more nearly 
approached recent tank wagon price reductions. 

Fuel oils were quiet, but “in balance,” and though some 
suppliers noted “soft spots” in tank wagon prices, no 
weakness was seen at the tank car level. 

The status of crude scale wax and petrolatums was un- 
changed, with these products still very firm and in good 
demand. 


Change from 
April 1954 
At Refineries 
Liquefied petroleum gases: 
Propane 
Butanes 
Butane-propane mix 
Iso-butane .. 
Other mix (LPG) 
Total LP-gases .... 


15,876 + 3,360 
14,910 + 2,184 

210 — 252 
5,628 — 798 
3,360 — 168 
39,984 + 4,326 


At Plants, Terminals and 
Underground 
Liquefied petroleum gases: 
Propane 
Butanes 
Butane-propane mix 
Iso-butane .... 
Other mix (LPG) . 
Total LP-gases 
Iso-pentane 
Natural gasoline: 
12# and less . 
Over 12# including 14# 
Over 14# including 184 .. 
Over 18# including 22# . 
Over 22# including 26# . 
Over 26# including 36# 
Over 36# 
Total natural gasoline 
Condensate 
Finished: 
Finished gaso. & naphtha 
Other finished 
Total finished 
All products total 


131,791 
106,180 
27,354 


2,770 
12,638 
112,051 
12,405 


LP-Gas Stocks Rise 


Inventories of liquefied petroleum gases at plants, ter- 
minals and underground increased 59,408,000 gals. in 
May, according to latest Bureau of Mines report, with 
stocks at refineries up 4,326,000 gals. 

Stocks of natural gasoline were also up in May, showing 
increase of 9,318,000 gals. 


9,318 
368 


L+1 +1 ++++ 
nd 


56,328 — 6,029 
11,724 + 2,015 
68,052 — 4,014 
467,635 +63,499 
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Crude Oil Prices 


Magnolia Petroleum Co. and Sinclair Crude 
Oil Co. cut crude oil postings in five southern 
Oklahoma counties (see P. 64). No other changes 
reported in crude oil prices in week ended July 31. 
For complete crude price schedules, see P. 56-57 
of July 28 NPN. 











Regular ‘Gas’ Octane Hits High of 89.4 


Regular-grade gasoline octane rating hit a new high in 
July, climbing to 89.4 at Philadelphia, according to quar- 
terly survey of 50 U.S. and Canadian cities by E. I. duPont 
de Nemours & Co. This compares with previous high of 
88.4 reached in April at Baltimore and Boston. 

Highest octane rating for premium-grade was 94.8 at 
Houston, Tex., and Nashville, Tenn. Peak reached in Jan- 
uary was 95.2 at Little Rock, Ark. 

Other highlights of July survey compared with April: 

Premium-grade—Octane rating 94.0 or above in 17 
cities (15 in April); ratings increased in 39 cities, decreased 
in three, unchanged in eight; largest increase, 1.7 to 91.7 
at Amarillo, Tex. 

Regular-grade—Eight cities showed 88 oct. or above (six 
in April); 39 cities increased, 10 decreased, one unchanged; 
largest increase, 1.5 to 83.2 at Toronto, Ont. 

Comparison of average research octane ratings for 50 
cities follows. 


Premium 
Apr. 


Aberdeen Bitte sipithn a i +0.8 
Amarillo pa a O +1.7 
Atlanta as 

Bakersfield 

Baltimore 

Boston . 

Calgary, Alta. . 
Casper 

Charlotte 

Chicago 

Cincinnati 

Cleveland 

Columbus , 
Corpus Christi 
Dallas-Ft. Worth . 
Denver we 
Detroit 

Edmonton ras 
El Paso vali weit 
Great Falls-Billings .... 
Houston 

Indianapolis 
Jacksonville 
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Carter Reduces Illinois Crude Takings 


Carter Oil Co. said it is cutting by approximately 20% 
its production and crude purchases in connection with 
Interstate Oil Pipe Line Co. in Illinois. Carter is third com- 
pany to cutback on takings of Illinois crude. 

Carter said it made its move to adjust supply with market 
demand, particularly since company has no refinery or 
storage in this area. Company added that effect of its deci- 
sion will be mainly on its own operations since Carter runs 
over 90% of its own oil, and will affect mainly Mattoon 
and Loudon fields in Illinois. Water floods, it said, will be 
affected, but no well will be restricted below five b/d. 


Avfuel, Lube, Wax Inventories Up 


Refinery inventories of 100 oct. & above aviation gasoline 
increased 1,050,000 bbls. in May according to latest Bureau 
of Mines report, but inventories of other grades decreased 
335,000 bbls. Total avgas inventories were up 715,000 bbls. 

Jet fuel inventories also rose. Lubricating oil stocks were 
up 19,000 bbls., and wax inventories increased 14,280 bbls. 

Inventories on May 31, with changes from April 30, 
1954 and May 31, 1953 follow (wax in thousands of Ibs.; 
all other figures in thousands of bbls.): 


May Change from Change from 
1954 April 1954 May 1953 
Aviation gasoline: 
100 oct. & above 6,632 + 1,050 
Other grades 5,768 335 + 1,288 
Total avgas 12,400 715 + 2,572 
Jet fuel 2,927 66 (a) 
Lubricating oil 9,764 — 1,109 
Petroleum wax: 
Microcrystalline 
Fully refined 
Other grades 83,720 
Total wax 185,640 
(a) Inventory figures not available. 


+ 1,284 


31,360 
70,560 


+ 6,440 
+12,880 
+23,520 
+42,840 


Kuwait Takings of Shell Group Rise 


Takings of crude oil from Kuwait by Royal Dutch/ Shell 
Group have almost tripled in past five years, and now are 
nearly 100 million bbls, annually. 


According to Department of Stock List, New York 
Stock Exchange, Shell Group purchases of Kuwait crude 
over past five years are as follows (figures in bbls.) : 





NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
August 2 ico. > ee 12.06 
Month Ago Delis ie 15.91 12.35 
Year Ago rn aa 16.54 12.70 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 














'2ai@ace in effect August 2 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 

92 Oct. Prem.. (3)12-18 .375 

84 Oct. Reg.. wi .. (4)11-11.875 

60 Oct. M & below. . (8)10.25-10.5 


Okla., Group 3 (Northern shpt.) 
92 Oct. Prem 11.5-13 
84 Oct. Reg... 10.5-11.125(2) 
60 Oct. M & below 10-10 .25 


Midwestern (Group 3 basis) 

92 Oct. Prem.. 11.5-13 
84 Oct. Reg. 10.5- 148) 
60 Oct, M & below... .. 10-10. 2 


N. TEX. (Texas & New Mex. shpt.) 

95 Oct. Prem. x12.625-14.55 
92 Oct. Prem... x12.625-14.2 
84 Oct. Reg. (2)11.5-12.7 

60 Oct. M & below (2)10.75-11.8 


W. TEX. (Texas & New Mex. shpt.) 


95 Oct. Prem.. 13 .25-13.8 
92 Oct. Prem... . boca 13(2) 

84 Oct. Reg ey 11.5-12.25 
60 Oct. M 4 & below. 11.25-11.5 


E. TEX. (Truck transport lots) 
95 Oct. Prem. 13 .5-13.75 
92 Oct. Prem. 13 

84 Oct. Reg. 11.5-12.25 
60 Oct. M & below.. (2)11-11.125 
CENT. W. TEX. (Truck transport lots) 


95 Oct. Prem............. 13.5 
92 Oct. Prem ‘ 13 
DO Gs Bisvcees<vecsane 12 


ARK. (For Shipment to Ark. & La.).......... 


92 Oct. Prem... . 
84 Oct. Reg. 


KANSAS (For Kansas destination only) 


92 Oct. Prem. oe epa (8) ¥ 12.5(2) 
84 Oct. Reg. Pauk 0.75-11.5 
60 Oct. M & below (210 25-11.25 


WESTERN PENNA. 
Bradford-Warren: 
92 Oct. Prem. 

86 Oct. Reg. 

Oil City: 

92 Oct. Prem. 

86 Oct. Reg. 
Pittsburgh: 

92 Oct. Prem.. ° 14.45 
86 Oct. Reg. ee 12.5 


14.75 
13.5-13.9 


13.75-14.25 
12.5-13 


Ohio—Quotations of 8.0. Ohio for delivery to 
Ohio points: 
86 Oct. Reg. 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


92 Oct. (4)14.5-14.75(2) 
13 .375-18.75 


Prices herewith -— _seoredneed from Platt’s 
Price Service, associa 
resentatives in all NPN OILGRAM offices d 


with National Petroleum News, whose rep- 
levote their time exclusively 


CALIFORNIA 
Los Angeles Dist.: 
90 Oct. Prem... . 


8 apace ane. a 18.1 
80 Oct. Reg............ 


-15 .6(2) 


San Francisco Dist.: 


90 Oct. Prem 
80 Oct. Reg 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 

42-44 WLW... cee eeee 9.125-9.75 
Range oil . 9.125-9 .375 
58 « chews D.I. Diesel... . (8)8.875-9.75 
No. 1 fuel. . 


No. 6 fuel 


58 & above D.I. Diesel. 


No. 2 fuel... 
No. 6 fuel 00-1.15 


Pg (Group 3 basis) 
42-44 w .. (4)9.125-9. al 
58 & ove D.I. Diesel. ... (3)8.875-9.1 

8 .875(6) 

8 .25(6) 


( 
No. 6 fuel x$1.00-1.10(2) 


N. TEX. (Texas & New Mex. shpt.) 
42-44 w.w. 9.2-10 
58 & above D.I. Diesel... . (2)9-9.75 
No. 6 $1.25-1.60 


W. TEX. (Texas & New Mex. shpt.) 


Ce DS Pree 9.25-10.75 
9 .25-10.25 
(2)9 . 25-9 .5 


No. 6 fuel $1.65-1.90 


E. TEX. (Truck transport lot«) 
42-44 w.w (2)9 .5-9.75(2) 


58 & above D.I. Diesel... . 8.75-9.75 
No. 6 fuel $1.30-1.60 


CENT. W. TEX. (Truck transport lots) 
42-44 w.w. 

58 & above D.I. Diesel. 

No. 2 fuel.. - 

No. 6 fuel 


KANSAS (For Kansas destinations only) 
42-44 w.w. (3)9 .375-10.5 
52 & below D.1. Diesel... | 9.125-9 .875 
58 & above D.I. Diesel (2)9 . 125-9 .875 
; . (3)9.126-10.25 
ie, BU d5pas-s « 8 .25-9 .875 
No. 5 fuel... $1.60-1.85 
No. 6 fuel $1.15-1.30 


OILGRAM Daily Oil distribution or 


ARK. (For shipment to Ark. & La.) 


10. hs 11(2) 
10 .5(2) 
10.25-10.5(2) 
10-10 .25 


11.25(2)x 
10.15 


10.15-10.5(2)x 
9 .9-10.25x 
9.9 


(2)10.9-12 
10.3-10.4 
(2)10 .9-11.85 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
Range 


11.3-11. -8(2) 

8.75-10 

f oe 8 .25(2) 
No. 6 fuel 5(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 
Kerosine 


No. 2 fuel 


(a) Subject to 0.5¢ “temporary allowance” in 
northern half of Ohio. 


CALIFORNIA 

San Francisco Dist.: 
40-13 w 

Heavy fuel (PS 400).. 
Light fuel (PS 300).. 
Diesel fuel (PS 200). . 
Stove dist. (PS 100) 


14.3-14.8 
$2.05-2.15 
$2 .35(2) 

12.2-13.3 
13.7-14.8 


Los Angeles Dist.: 


40-43 w.w 

Heavy fuel (PS 
Light fuel ( 

Diesel fuel (PS 200) 
Stove dist. (PS 100) 


(2)13.8-14.3 
$1.70-2.10 
$2 .00-2 .30 

8.25-13.2 
9.25-14.7 


ublication. During periods of short supply, some sellers 
and at times all sellers, withhold srastions to new customers or the 
posting of firm prices but give O 


LGRAM the prices they otherwise 


to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying - 
barges or cargoes or truck a ae lots only, so designated; FOB 
fineries or terminals; in cents per gal., except per bbl. where $ sign y 4 
shown; wax and petrolatums in cents per Sona on all fees and taxes; 
for crude oil and its products lawful produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 


guaranteed; for subscribers’ private use only and not for resale or 


would quote to the trade in general and which they confine to their 
regular customers omy. and such prices appear in the price tables. 
Gasoline ratings are by ASTM Kesearch hod and are minimum 
ratings, except where ieee. M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN-OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJILGRAM 
publishing office, New York, icago an ouston, address Platt’s 
OILGRAM Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 


Subscription rate in U. s.: $150 per year, payable in advance. 





ATLANTA, GA. 
1401 PEACHTREE STREET 





CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


PITTSBURGH, PA. 
BENEDUM-TREES BUILDING 


TEXAS CITY, TEXAS 
REFINERY 
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Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district. ) 

FOB GROUP 3 
Grade 26-70. . 


FOB BRECKENRIDGE 
Grade 26-70 


(Sales) 


(Sales) 


Lubricating Oils 


WESTERN PENNA. 
Prices are for sales made, or offers reliably re- 
ported, to j & 

Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 





Bright Stocks 
145- reg vis. at 210°, No. 8 col. 
10 p.t. 


16 

83 O8..05.- . (6)14.5-15 

Cylinder Stocks 
600 s.r. filterable . (2)10-11 
650 s. . ()11-12 

(2)12 .5-13.5 
14(3) 


MID-CONTINENT LUBES 


FOB Tulsa basis, for domestic shipment onl 
Bright Stocks, vis. at 210° Neutrals, vis. at 100°, 
0-10 p. p. 


Neutral Oils—Conventional 
Pale Oils 

60-85 vis. 

86-110 vis. 

150 vis. 

180 vis. 

200 vis. 

250 vis. 

280 vis. 

300 vis. 


Bright Stock—Conventional 
200 vis. D: 

10-25 p. p.. 

150- 160 vis. D: 


Bright Stock—Solvent 
150-160 vis. 0- 10 P-P-» 
96 Va... ..0 —22 


Neutral Oils—Solvent (95 v.i.) 
170-180 vis. 

200-210 vis.. 

300 vis... . 


-16 .5(3) 
25-16 .75(3) 
75-17 .25(2) 
Cylinder Stocks 

600 s.r., olive green 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 
150- ~ vis.: 0-10 pour test, 
95 v. 18-19(4) 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 


14-15 (3) 
14.5-15.75(8) 


SOUTH TEXAS LUBES 

(Vis. at 100° F. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 

PALE OILS: 


12.25(6) 


RED OILS: WESTERN PENNA. 


Oil City: 
12.25(5) Stoddard solvent 
13.75(6) 


Pittsburgh: 
Stoddard solvent.......... 16(3) 


OHIO—Quotations of 8.0. Ohio for delivery Ohio 
points: 
etr V.M.&P. naphtha. . 18.0 
P olatums Mineral souus & stoddard 


- . solven ‘ 17.0 
WESTERN PENNA. Rubber Patens: gt 15 .875 


(Bbis., carloads; tank car, 1 to 1.5c less) 
Snow white (2)7 . 125-7 . 75 
Soft white...... .. (2)6.75-7 .875(2) 

. (2)6.626-7 .25 
‘ 6. 125-6 .75(2) 
(2)5 .25-5.75 
(2)6 .25-5 .75 
-- (2)5-6.5 
: 4.75-5 .375 


E. TEXAS (Truck trnspt. lots) 
Stoddard solvent — 12.25 


Soft a . 
Light amber CENT. W. TEX. (Truck Trnept. lots) 
ber..... Stoddard solvent.......... 11.5 


KANSAS (For Kans. Dest'n. only) 
Stoddard solvent 


Napthas & Solvents 


(FOB Group 3) 
Stoddard solvent. . 
Cleaners naphtha. 
V.M.&P. naphtha 875(4) 
Mineral spirits. . inal ten 875(4) 
Rubber solvent . : 875(3) 
Lacquer diluent... .. 125-13 .375 
Benzo! diluent. . 125-14 .625 


ATLANTIC COAST 

V.M.&P. Mineral 

Naphtha Spirits 
New York Harbor. 18(4) 17(5) 
Philadelphia 17.5(4) 16 .5(5) 
Baltimore. . 16 .5(4) 
GSR 18 .5(4) 17 .5(5) 
Providence 19.5 17.5(5) 


375 (3) 
875(2) 











See your regular Supply House. 


| Easy ty SCULLY SIGNAL COMPANY = 17),S70e" Street 
| Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


tank installations 


LA for new 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York 


How Much... 


IS YOUR BRAND WORTH without a protected 














supply of the highest quality lubricants? 


SIViiie mm (el0i mm eye late mela mm al. 


UNITED’s 100% 


unsurpassed 


ee Linae meen Pure Pennsylvania 


Vielurere lalate ma @)]l-mme late mane | @imn eal mm 0] 201-081 6-te) 


UNITED’s policy of not competing with the 


independent and Marketer 


fe) ala) 


for Information 


UNITED REFINING COMPANY. WARREN, PA. 
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PRICES in effect August 2 at Refineries and Terminals—Cont. 


LPG Prices 
(Of refi 





FOB refi 


. in cents per gal. 


tank cars or transport trucks) 


e 
7.6 
7.25(8) 
2.5-8.5 


WESTERN PENNA. 


White Crude Scale: 
124-126 A.m.p............ (2 


SEABOARD 


Melting points are AMP, 
carload 


EMP. Prices are for 


prices are FOB refinery; scale in hg Fa or ms 


fully refined slabs loose. 


Export p 
F. seale in bags or bbls., fully [- B > 


bags or cartons. 


Crude Scale: 


124-126 white. ... 7.10(2) 


Fully Refined: 
128-5.... 7.95-8 .45 
125-7.... 8.45(8) 
128-30... 
180-82... 
188-5.... 
185-7.... 
188-40... 
148-5... 
149-51. a 


8.05-8 .55(2) 
8.55(8) 

+ (2)8.55 
10.55 


(T.C. in Bulk) 


)5 . 25-5 .65 


8° higher than 
lots. Domesti 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 86 Oct. on 
Gasoline Cotfine No. 1 Fuel No.2Fuel Gas Oils 


13 .95-15.8 ". 18.8 -95-10.2¢(18) (8)8.95-9.27(16 9.3 
1885 Lis. 7 SP: 1-1 m atte) (3)8. aan ests } or 


1406) 9.4(11 9.8 
15.4-15.6 12-13 .6 LF abit i) 3: 1-9-bsta0) 9.45 





15.7-16.2 
13 .4-15 .25 
18 .5(2) 


18 .25-14.25 
14.1-14.4(5) 
14.4 


14 1(8) 


(6)13.6-13.7 
11.9-13 .25 
11.5-12.5 


12.25(3) 
12. oor 9(7) 
12.9 


12.6(3) 
13.5(3) 
11.9 


io 9.1 
10-10 .257(15) 9-9.25+(15) 
10.4(5) 9.5(5) 





10. 125-10 .25 
z- + 

it ia) 
9.95-10.2T(8) 
10.1(4) 

9.125 


10.3(7) 
11.1(2) 





13 .8-15.6 





N. ¥. Domestic N. Y. Export 


(4)6 .6-6.75 


8-8 .25 
(2)8-8 .45 
(2)8-8 .45 
(2)8-8 .45 
(2)8-8 .65 

8.25-8 .55(2) 

8.25-8.55(2) 

8.25-8 .55(2) 


Chicago District Prices 


Prices to jobbers & 
and/or truck 


pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


12.5-14.5 


10.6-11.35 
9.5-10.35 


Mexican Bunker Prices 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 


Pacific Coast 
(In Ships’ 
Deep Tank Lote) 
San Pedro, Calif... 
Pertland, Ore... .. 


Diesel 


Fuel 
(P.S. 200) 
$4.20(5) 

4.41(4) 
4.62(4) 


Bunker C 


Fuel 
(P.S. 400) 
$1.80(5) 

1.85(4) 
2.10(4) 
2.10(4) 


14.2(2) 
- (2)15.4-15.9 


(2)14.4-14.5 
16 .2(4) 
16.1(4) 

(2)14.1-14.4(3) 
13 .8-14.3(4) 


18 .2-14.65(2) 





(9)10. a? Net! 

(6)9 .85-10.1f 
11. 85) 
10.1-10.351(8) 
16-10 .257(8) 
11.8(7) 
11.7(8) 


10.4(7) 


(9)9.1-9 35 

sas “la 
9.1-9.35T(8) 
9-9 .25+(8) 


10(6) 
10(4) 


9.5(6) 


13.6(5) 
(2)12.6-12.9(5) 
12.8-12.8(5) 


11.7-12.55 





Heavy Diesel 
Ships’ Bunkers 


Diesel Oil 
Shore Plants 
(50 ct., 55 d.i.) 


Light 
Ships’ Bunkers 
(45ct., 45 d.i.) 


No. 5 
No. 4 Fuel Fuel 


N. Y. Harbor... aes ise as tt$2.73 
do oees — tt 2.70 


2:76 
2.70 


2.42 
Tt3.09(5) 








— a. 





2.42 
2.75 








2.946) 


on 
Ras 


i 
Hal R 


+#8.09(8) 
2.80 





ee COOr-| O00 


~ Com 
ae 


© 
a 
& 


Ne. 6 Fuel No. 6 Fuel Bunker C 
No. 6 Fuel No Sulfur No.6 Fuel Max. 1, % Fuel 
No Sulfur Guarantee Max.’1, % Salfur Ships’ 
Guarantee Barges Sulfur Barges 8 Bunkers 
sy. ~— -OMR1E S281) (2)$2.15-2.25Tt(18) (2)$2.85-2.48 (2)$2.85-2.40  (2)$2.15-2.25tt(9) 


2.25(4) 


ie 2398} 




















(b)2. 


2.200) 


2.178) 
2.44-2.54 atta ei 
+ + | «eee 
2.184 cece 
opis Atlantic Coast points from UT’) south and at ave oe prices of some sellers for 


distillate fuels to bulk commercial consumers at 0.15¢ higher than yp rice subject 
to 0.25¢ gal. ete allowance.” ttPrice eadeet to 10¢ bbl. Leulantery ‘aeeenen” 





NATIONAL PETROLEUM NEWS * August 4, 1954 





Gulf Coast—Cargoes, Domestic & Export, All Ports 
Oargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
terminal operators. The figure 


other refiners, agents, or tanker 


expert 
guises indicates Gho quaber af cempaniee quoting that peice 


Aviation Gasoline (MIL-F-5572) 
Grade 115/145 
Grade 100/130 


eee. s- 5-13-18 .25-18 .75 
-6@)-11. “saree eo 





.x9 5-9. 75(2)-10 
x9 .375-9.75 


Aviation Gasoline Prices 


in parentheses after each 
Kerosine & Light Fuels 


41-48 w.w.’ Kero. .......8.75(2)-9.25(2)-9.75(2) 
x8 (2)-8 .25(8)-8 .75(3) 


43-47 Diesel Index 
48-52 Diesel Index 
58-57 Diesel Index. . . 


x8(2)-8 . 125-8 .25x 
x8 125-8 .25-8 .375-8 .5 
. x8 .25(2)-8 .875-8 .5-8 .625 


Heavy Fuel—Cargoes 
eS Pere $2.60(2) 
$1.85(7)-1.90-1 .95-2.00 


are for tank cars, barges eel.) truck transport lots; aviation gasolines meet specification 


(Prices 

MIL-F-5572, unless otherwise noted 
District 

New?York,’ 


, 8. C. 
New Orleans, La. (Baton Rouge) 
ne 
‘oled 


Buffalo 
17.2 
14.7/2) 
11.4(5) 
10.8(38) 


10.4(6) 
"8.85(2) 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Grade 100/130 


Grade 91/96 


11.85 

11.75-12.05 
IT SS 
(2)10. 75-10 .9(2 


7.6(8) 
6.85(8) 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 


water terminals at ports named 
2o per bbl. differential per 


, and are subject to crude a 
degree of gravity applies for gravities | and 
except for Lagunillas * for which price shown applies regardless of gravity. Price 
for each cargo is that in effect at time vessel tenders for loading. For purchases made 
prices shown are basis for such purchases with 


deductions being made for terminaling and pipe 
line services in accordance with published tariffs. 


vailability and company’s rene 3 
above those s 
sieoble 


Creole not subject to contracts with 


Purchases 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 


Crude 
Bachaquero 

Tia Juana Heavy. 
Lagunillas Heavy 
Tia Juana 2. i Go 


Gravity API 


Middle East Crude Prices 


Price (Bbl.) 


WOOO OOOOOOOS 
p+ pO RO ND DONO CO COONS RDN pe 


Effective Date 


om ay (Pedernales) 


(Prices are per bbl. of 42 U. S. gals., exlusive of local port or other governmental charges, sales 


taxes, etc., if any; 


FOB loading port indicated, for gravities shown; 2c per bbl. differential per 


degree of gravity applies for gravities below and above those shown.) 


Crude Company 
Arabian Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Esso Export 


Soc.-Vac. Overseas Supply 
Anglo-Iranian 

Gulf Exploration 
Anglo-Iranian 

Esso Export 

Shell Petroleum 

Soc.-Vac. Overseas Supply 


woo wooeovee' 


39-39 9 


Leading Port 

Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 

Fao, Iraq 

Fao, Iraq 


Fao, Iraq 

Mina-al-Ahmadi, Kuwait 
a-al-Ahmadi,'Kuwait 

ms Said, 

Umm Said, oa 

Umm Said, Qatar 

Umm Said, Qatar 


Effective Date 


poepenennenswenssenssteeh 
RRSSRVSSSS 


Eastern Mediterranean 


Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 
Esso Export 
Shell Petroleum 

Iraq Soc.-Vac. Overseas Supply 


Far East Crude Prices 


- 39 





Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within — range stated, loaded in full cargo lots, FOB port indicated. 


Crude 
Seria Light 


Compan 
Sarawak Oilfields Ltd. 


Gravity API Price FOB 
37-88 $2.60 


Effective Date 


Lutong, Sarawak 4- 1-54 
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PRICES in effect August 2—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; also city and county taxes Ala. 1 
as indicated in footnotes. Kerosine - wagon fren, also do not include Kans. 1/1006 aa 4 


taxes; kerosine taxes where levied ar 





nts, 
if any, are shown in footnotes. These prices in “effect August 2 1954, 
keting companies at their headquarters’ 


as posted by principal mar! 
but subject to later correction. 


Atlantic 
Gasoline 


Atlantic 
Refining £ 


. Taxes 
Allentown, 
ith bese 


1 
Philedelniia: 
— rgh.. 


Wilkes Reading. « 

Williamsport 

Wilmington, 
Del.. 


& 
ao © © BRE ORHAAAweAO AR A led tales ~ 


15. 
15. 


ao & © f® ANAM AMONAwDOED BO © NOMOSMOSOOM 
CO © © BM AAAMWAAS*MAMAA OF A AAAAIAAAIIAA 
co eo & & eeeeeoeeoooSo S&S & Seoeoeoesoo 


Mineral Spirits V.M.&P. 
T.W. T.W. 


19.5 
23.0 


Heavy Fuel Oile—T.W. 


No. 5 No. 6 
Philadelphia, Pa....... 8.10 6.12 


Notes: 


Premium-grade gasoline t.w. prices 2.5¢ 

above regular, ex Georgia and Florida 2c. 
Kerosine—Thru Pa. Del., add lc 7 eu 

for t.w. deliveries of less than 100 gals. at 

time. Camden—aAdd le for deliveries of 100-299 

gals., 2c for less than 100 gals. 


Minera! Spirits prices also apply to Stoddard 
Solvent. 


(N. B. Prices are Continental's 
Cont’! tank-wagon prices. Current selling 
Oil prices may vary from those shown 
because of local conditions.) 
Conoco Demand 
N-tane (3rd Gaso- 
(regular) Grate) line 
Pank 
Denver, Col... . 


ao 
o 


wrmowawanacnowrnnwe ss 


Oklahoma City. 
Tulea 


0 00 00 %© 00 G0 G0 ~3 G0 G0 G0 G0 00 G0 O GO 
manonmnocoeocoooooo 
MH CMM ONWOWMMDOWMOR 


Gasoline tax column includes these city tax- 

oo: Albuquerque & Roswell, 0.5¢; Santa Fe, 
Cheyenne, ic; Casper, lc. 

Scams 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct lc. 
Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.8¢ 
above regular. 


72 


Inspection fees per .» included in both gasoli 
unless ro opscited, are as follows: 
hey oe 


1/32¢ 5/200c 
1(a0es N. C. 1/4c; N. D. 1/20e; Okla. b/25e; s. C. 
enn. 2/5c; and Wisc. 3 


and | 





prices 


oi j Fla. 1/8c; Ill. a Ind. 2/25¢; 
Mo. 1/250; Neb. a/i 100c; Nev. 
’ 1/8c; S. D. 1/40¢; 


es, Kerosine inspection = oe Ala, 1/2c. Iowa 1/50c; Mich, 1/5c. 


CHEVRON 
Baguler) Av. 80/87 Gaso- 
eRe T.T. line 
400 Gals. & over Taxes 


19.6 
19.1 


Standard of 
California ' 


to 
i= 
> 





» U. 
Honolulu, T. H.. 


SESPERE SEES: 


) 
sasssesssszes® 


m & © ~10000 00 © WO -~2-200 000 
ecoucouanmoncoooo 


oe 
= 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
Tame T.T. OAT.T. Tt. 
(400 gals. & over) we all taxes) 





o 
DAWOAH AHH ADORE 


Boise—8ec gas tax applies to motor fuel only; 
avgas taxes are 2c federal, 2.5c¢ s' 
Salt Lake—T7ec gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 
Honolulu—8.5c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 
torial. Standard Diesel/furnace oil 
le territorial liquid fuels tax. All 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 
0.5¢ for 200-399 gals., except for deli to 
Marine trade in Alaska (excluding Chevron 
—- 80/87) where 0.5c differential sous 

0-399 gal. delivery; for less than 4 

aa. 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
rices for Chevron Supreme (Premium) are 

2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0c gal. higher—than Chev- 
ron (Regular) for quanti delivered. For less 
than 40 gal. deliveries, id 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. bree ne) and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
aren 91/98, 5.0c for 100/130 and 8.0c for 


Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
= other deliveries: less than 40 gals., add 

; 200-399 gals., add ic; 40-199 gals., add 4c; 
ck car/truck trailer ; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 * deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add lc; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 

* Standard No. 2 Burner Oil. 

Humble 


Humble 
oil 7 Rewaler 


W. Retail Taxes Wagon tail 

-. 14.8 20.1 m . 17.5 
. 17.5 
14. 7 m ° 17.5 

. 15.0 ‘ é . 17.5 


T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 
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Esso 


a 

Gasoline 
Standard coaceline 
T.W. W, Taxes 
Atlantic City, N. J.. 14.7 
Newark oe 


15. 





+ MOH OBMNOOCHOCOMAME: B- 


Wo} Diem OOH DOW RAIDOAE OHH WO DR ROH OM 
DO OOOOOOOOOOO OOO OW WW ~3-3-2-200 0 WHO WOAH 


weowHmowron: : 


Naphthas Sou 
Min. S 


: A moocoococooooooooooeSoooooooooSSoooSO 


#4 Who Wom RON OH WOME IOAR OHH DOD RR AH OM: 
Ro x 


Fb 
wo 


ad 


Washington, D 
3,600 gals. & ~ Ft 
FUEL OILS—T.W. 
No.1 No.2 No.4 No.6 


Atlantic City, N. J. 3.8 Seas — 
N 4 - $3 .684 a 4 





iS) 
BO G9 ~301 D+ 00 or 00 Er CO C9 IO 


Taxes: Louisiana kerosine prices do oa & 
clude lc state tax. 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add ic 
a Ray ee gals. 2c for less than 100 
6—Washington price is for min. delivery 
; for — delivery of 2,500 gals. 


toe to, $2.83. por bb gasoline t.w. prices 2.5c 
above regular. 


(Prices are per imperial ; to 
Imperial arrive at price per U. 5. gal. > 
Oil subtract 1/6th.) 
(Esso Gasoline 
R ar Grade) Kero- 
Gasoline sine 
BeWe 


St. John’s Nfid....... : 15.0 
Halifax, N. S.. 


pOMISCHHHANN 

© . . 

coocooooooo 
eoaenaaeene 


8 


Vancouver, B 
Taxes: Gasoline taxes are provincial taxes. 
: Premium-grade gasoline t.w. prices 2.5¢ 
above “regular. 
is for Premium-grade. 


1954 





PHILLIPS 66° SCORES ANOTHER 


Worlds First! 






























































New PHILLIPS 66 TROP-ARTIC is the First All-Weather Motor Oil to meet 


the most exacting standard ever established for automobile lubrication. 


Another money-maker for Phillips 66 Dealers. 


Yes, new Phillips 66 Trop-Artic is the first all- 
weather motor oil to meet the requirements of the 
Mil-0-2104 Supplement | test, the toughest ever set 
up for automobile lubrication. TRop-ARTIC is an oil 
which will serve motorists summer and winter. . . 
an oil so good it can double the life of an automobile 
engine! No wonder Trop-ArTIC is attracting thou- 
sands of customers to Phillips 66 Dealers. 


TRrop-ARTIC is a worthy companion to Phillips 66 
FLITE-FUEL; together, they form a profit-building 
combination. And both of these superior products 
are backed by a comprehensive advertising cam- 
paign reaching millions of motorists. 

For information about a Phillips 66 franchise, 
write to: Sales Department, Phillips Petroleum 
Company, Bartlesville, Oklahoma. 


Successtul Businesses are Built with Successtul Products! 
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PRICES in effect August 2—Tank Wagon—Cont. 
Secony Vacuum 


pecpiigne Aircraft 

Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilheat 
Gasoline 80 91 100 Cons. Dir. Cons. DI Mobil Kerosine Diesel (No. 2 Fuel 

. y Bo Tess T.0. FT.0. T.0. TH FH. Ww Ww T.C. Yard T.W. T.C. T.W. T.C. Yard 

= oe ty: 


10.5* 
10.4* 


io. b 


10: H 
11. ; 
12.5 
10.6* 
11.6 
11.4 
11.1 
10.2* 
10.55* 10.55* .... 
10. 2* 10.2* 
10.95* .... 
10.35* .... 
10.25* .... 


oo. - 
* 

-_o- 
** 


oe 3... aa 


6 
6 
6 
6 
6 
6 
6 nee scos. Been 
6 24.1 26.1(a) 14.7 
6 bees coos | OD 


‘ . ee et . o-* 
. . i a . . 
- © wooooerowescs: owe: 


1.6 .... MA 


ote: apwoarn: 
7 


WK RAnrnoan: 


. reg 


21.8 23.8 


* RRRVS 


| ee 
30.26 .... 
11.7 11.7 
ere | 


WC IWS Wi ODM DAMM OYMNOOSCOSCO 


oe 
22.8 24.8 


ScoocooooSooSoOSoSSOoSoSOSCSOSoOO 


PORNOHNWOOHR: ARBDOARINMOMBEA: 


> See: : 


_-_ 


Tank Wagon Prices I Rochester Syracues Boston 


Minera! 8) . | 20.5 22.0 19.0 J 19.5 
V. M. & P. ; ; 22.5 23.5 20.5 , 21.5 
Taxes: N.Y.C. prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax), 
Discounts: Mobile Kerosine—New York City Bb boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals: or more. 

Mobilfuel Diesel—All points, tank wagon less 0.5c - deliveries of 800 gals. or more. 

Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c¢ for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. pass are FOB bulk terminals 
Subject to 0.25¢ temporary discount. (a) Correct for April 28 and subsequent issues of NPN. x Effective July 30. 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
hio Sohio Sohio Con- RK s D.C. V.M.&P. Sohio 
ph- Kerosine No.1 
th 


So! 
Gasoline Avia. 
91 T.W. 


ww 
52 


24. 


co 00 bo 60 Ge 60 Go Go co 00 w> 
SENSEEREEEEE 
cocoooocooooo Bf 


24. 
Zanesville. 24. 


Taxes: 5 operators: can purchase aviation gnecline less 4c per gal. State Road Tax by eupporting purchase with State Tax Exemption Form 
to supplier 

Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 

Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 1 i. or more, 50 to 99 gals. add ic per gal., 1-49 gals. add 2c per gal. 
a age AY, Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 
@als., a 

Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 
stations. 

*Subject to 0.5¢ “temporary Allowance.” 


intone Standard 


wagon ae listed below were obtained by NPN correspondents who visited Standard 
of Indinks bulk plants where the company’s prices are publicly posted. 
Red Crown St lex Furnace Oil——#—_"— 
(Reg. Grade) Gaso- Kero- 100 jee- = 160- 1T = =380 888 Kentucky 
Cons. Dir. line 1-99 gals. 175 349 als. gals. dard 
T.W. T.W. Taxes T.W. gals. over gals. gals. ~ § » Rover & over Standar 
Chicago, Ill. . 16.8 7. 
South Bend, Ind...... F 17* 
Detroit, Mich. . j ‘ 16.8 
Mpls.-St. Paul. » ; 16.3 
Des Moines, Ia. . ‘ 15.9 
St. Louis, Mo : d 15.7 
Wichita, Kan ; ; 15.0 
Omaha, Nebr ‘ 
Fargo, N. D.. 
Huron, 8. D.. 
Milwaukee, Wi 


7 
7 
7 
7 
7 
7 
7 
7 
7 
7 
7 
7 
7 


cocoocoooscooo 
SSBESEEEEEEEE 
oo Gon Ge On oe nO ONTO Oa 
cooooooooooow 
DNDN HNN NOONE 
“ SEBEEEREEEEE 
coocoocooeoocoe 
SRRSEBERREREN 
eccoocoooesooooo 
“ RESBERERBERE 
cocooeooscooo 
Sasa aaa aaa 
\ aaa aaa 
Wass 


8 
oO 





15.8 14:8 

15.4 14.4 

15.0* ... j riage } eee: 

8 cay ei aA oataeiny > aie Pome, S-- 
14.4 18.4 ' 

12.8 11.8 

14.4 18.4 

15.4 14.4 

15.8 14.8 Sais aees 

elles Rea ts 


D-YIWHDAIRAIAMH 
coooooocoumsce 


ee 
COCCRHODMDSH COOLS 
ecooooooeoooescooosoSo 


Fuel Oils—T.W.—Chicago, Il. Texas ye Gesstine x 
Standard St lex ar Grade) erosine 
Heater Oil Furnace Oil Co. Dealer —— Dealer 
us .8 Dallas, Tex... 0 
Ft. Wi 





nrannwnwnonavraworn 4 


MRAARAWOHOWOGNOHAIOA 


14.3 
13.8 
Gasoline tax column includes these city & 
county taxes: Mobile, 3c city; Birmingham, 1c 
county; Montgomer lc city & Ic county: 
Pensacola, Ic city. Other taxes not included in 
prices : eorgia, kerosine, 1c; Montgomery, 
kerosine, Ic.; Mississippi, kerosine 0.5c. 


Stanolex Stanolex 
Fuel A Fuel C 
- ‘ 8.0 
760 ga 8.4 7.25 


Taxes: St. Louis, Mo. guciine tax includes Ic 
city tax. Des Moines, kerosine and furnace Notes: Dealer t.w. prices apply also to all 
oil prices do not Fad 6c state tax. State classes of consumers with minimum delivery Notes: 
_—s, occupation, consumer & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
where applicable. Premium-grade gasoline t.w. prices 2c above regular. 
weeny! price. regular. Cons. t.w. prices same as net dealer prices. 


 Wouwwomoocome 4 
AAAAAARMAAARH 
cooocoooosco 

; 
2 0 0 G0 G0 G0 G0 Go Goo G9 Go ? 











ADVERTISERS INDEX CLASSIFIED 


This index is published as a convenience to the 
readers. a. oe is taken to make it accurate, UNDISPLAYED RATE DISPLAYED RATE 
but NATIONAL PETROLEUM NEWS. as- $1.50 a line. Minimum 3 lines. Box numbers The advertising rate is $14.50 per inch for all 
sumes no responsibility for errors or omissions. count one additional line. advertising appearing on other than a con- 
POSITION WANTED. Undisployed rote is one tract basis. t rates quoted on request. 
bee half of above rate, payable in advance. 
AC Spark Plug Division General DISCOUNT OF 10% if full payment is made AN ADVERTISING INCH is measured % inch 
Motors Cor 16-77 in advance for four consecutive insertions of vertically on one column, 3 columms—30 inches 
P- 4“: undisplayed ads. —to a page 


American Flang & Mfg. Co. 4 Send NEW ADVERTISEMENTS to Classified Advertising. Division, 
: NATIONAL PETROLEUM News, 330 W. 42nd St., N. Y. 
Barmotive Products, Inc. 9 


SECTION CLOSES each Wednesday, one week snieniiile po of issue. 
Bell Co., Inc. 47 


Blackmer Pump Co. 46 




















Ch S REPLIES (Pes No.): Address to office nearest you pag og 
ampion Spar >. 54- NEW YORK: 330 W. 42nd St. (36) 
pron Spack Plug Co yi CHICAGO: 520 N. ye yy" (m in Bast, Mid-West & Pacific Coast tor our MONO 
2 9 CISCO: 68 * St. JUBE Mote yl, MIL-O-2104, A.P ting 
Coste Co., Inc. 42 7 on : iw MB ry Da. Alaoniee price in carload lots. 
Continental Can Co 14 Tool Joint Compounds & Upperlubes 


cmos vce 2 | ERIE | =e 


Deep Rock Oil Corp. 71 
Dow Chemical Co. 31 ———— Pasitions Vecent ———— 


DuPont de Nemours & Co., Inc., Wanted—Sales Manager—large well established STEEL STORAGE TANKS 


retail marketer of fuel oil and oil furnaces in 


E. I. 60 Southern Conn, Please write stating qualifications Railroad Tank Car Tanks 
. ».3 3, < o v 
DuPont de Nemours & Co.. lac. and experience. P-3483, National Petroleum News. 6,500 to 1 Gal. Cap. 
E. I. Facing Page 24 Assistant general sales manager for integrated series — Sater Cheaper 


independent refinery. Must have satisfactory ex- 


. 3 3 >. perience and general knowledge of markets. Reply Other Tanks T: 
Electric Auto-Lite Co. 32-33 should include full particulars in first letter, in Also — C Tonk Cars 


H 5 - cluding resume of experience, education, refer- 8,000 and 10,000 Gal. Cap. 
Erie Meter Systems, Inc. 2nd Cover ences and salary expected. P-3521, National Pe- Your Inquiries Solicited 


Ethyl Corp. Facing 2nd Cover troleum News. MARSHALL RAILWAY 
nee Sie a eee EQUIPMENT CORPORATION 
Gilbert & Barker Mfg. Co. 23 uly dlls alah 50 Church Strost 
Goodrich Co., B. F. 6 New York TN. ¥ 

Gulf Oil Corp. 61 















































Asphalt and heavy oil Semi Trailers. Nearly new 
6180 gallon fully yh A ready for road. 10.00 


Hartol Petroleum Corp. 71 tires with tandems set back for five axle combi- FOR SALE 


nation operation. Length: 37 ft. Eldon Miller, 778 eaten th wat. 
4 : Inc., Iowa City, Iowa. Contact Stephens, Hall 1952 Dodge 775 6 fen tosh tresk. 
Kelly-Springfield Tire Co. 12-13 or Rebo. eet focteationst ‘Teze, gallon ‘tank truck, afl in 
exeelient condition and fully equipped. 
Lincoln Engineering Co 45 One Walker electric Lift 7500 pound capacity nearly 


RNIN | so 
Miller Rubber Co. 6 wlll isalliutl lit | Babcock Oil Co., Fulton, N.Y. 


New England Petroleum Corp. 69 Mailing lists of refined and fuel oil dealers. 
Free catalogue. Oil Industry Mailing List Co., : 
Paragon Oil Co. 71 405 Tuloma Bldg., Tulsa, Okla. ont, 3 comet. tentam, 1952. Like new, 




















3” etc. 
Patent Chemicals Inc. 71 saci =n = 2—4000 gal., 4 compt. Brown, Meters, Perfect— 


Hf) LALLA $1750.00. 

Philadelphia Valve Co. 52 A | dh | OR TURTT E HT 21790 ei 6 compt. Tondems, Meters, Excel- 
Phillips Petroleum Co. 73 Buy from BRUCE E. HACKETT CO. 
Pratt Poster Co. 11 Wanted to purchase jobber business . . . either Phone Hiland 1385 








u 
621 West 58 St., Kansas City, Mo. 
Major Franchise or Private Brand with some 


controlled business in the Gulf Coast or Southern 


Republic Oil Refining Co. 68 Atlantic States where there is opportunity for 


expansion . . . have had many years’ experience 


. in every phase of marketing as well as experience An advertisement in WNPN’s Classified 
Scully Signal Co, . 69 in transportation and supply with understandin Section will bring you quick, effective 
Sinclair Refini C * and —_ working knowledge = producing anc results at low cost. 
oimnciair ennin oO. 2 refining therefore would consider partnership ar- 
8 rangement where there exist opportunities and NATIONAL PETROLEUM NEWS 


Smith Corp., A. O. 3rd Cover expansion possibilities . . . Reply BO-3512, Na- 330 W. 42nd St., New York 36, N. Y. 


: tional Petroleum News. WRITE TODAY 
Sun Oil Co. 4th Cover 


Texas Co. 37 


ee Oe Div., Rock- KEEP “classified” in MIND WHEN LOOKING FOR: 
well Spr . 
Tokhelen Comp a. nt . ™ Employment 

Trailmobile, Inc. 48-49 e Personnel 

Tung-Sol Electric Co. 24 e Equipment 

United Refining Co. 69 e Business Opportunities 
United States Rubber Co. 8 
Warner Lewis Co. 


Warner-Patterson Co. NATIONAL PETROLEUM NEWS 


Willard Storage Battery Co. Classified Advertising Division 330 W. 42nd St.—New York 36, N. Y. 
Wood Co., John W 























For information on rates write: 
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IVELY CARS AND LIVELY GAS 


cacrn LIVELY PLUGS 













ENGINEERED 
TO THE TEMPO 





We'll ber chis is the first time you ever gota = deposits, prevents plugs from fouling. Gas 

tip from a horse! But, it’s a good one, cause mileage goes up! Horsepower goes ap! You 
when it comes to spark plugs, get quicker, easter starting, too! 

knows what he's talking about So, when your plugs get close to the 10,000- 

PARK He'll cell you the big news about AC—that mile change point, switch to “hoe-tip” ACs. 

§ AC's exclusive “hor-tip™ feature means at That tip comes straight from the horse's 

markable saving in gasoline because a hot mouth. Why not act on it now? There's « 


ewuGs insulator tip burns away carbon and oil registered AC dealer near you 


STANDARD FACTORY EQU PMENT ON CHEVROLET - PONTIAC - OLOSMOBILE - BUICK - CADILLAC + 


Kickoff ad 
Evening Pos) 24 @ half in 








| . 
aoe AC Spark PI 
Pe oast. Watch, } ug 
ith Sparky! ’ ut don’t 
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AC SPARK PLUGS ! 


Selling the ONE Spark Plug 
Engineered to the Tempo of Today 


Sparky gallops into the picture ... a high- 
octane, modernized Sparky in tune with 
stepped-up fuels and high compression ratios! 
Yes, and that makes it a red-letter day for AC 
dealers and wholesalers everywhere! Of all the 
famous horses in history, one stands out — 
Sparky, the AC horse—the greatest AC salesman 
of them all! 


You'll see him everywhere. On the billboards 


coast to coast ... in national magazines .. . 
men’s magazines ... farm publications . . . fleet 
magazines . . . bus and truck publications. He'll 
appear in point-of-sale material; and wherever 
you see him, you'll find a powerful selling 
message for AC Spark Plugs. 


AC is on the move — and leading the movement 
is Sparky. Get on the band wagon! Let Sparky 
help you to bigger-volume sales! 


SPARK “IVELY PLUGS! 


PLUGS 


AC SPARK PLUG DIVISION @© GENERAL MOTORS CORPORATION @ FLINT, MICHIGAN 
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ABOUT OIL PEOPLE 


Cray Regestein 


Lenker 


LONG-TIME MEMBER of the New York Petroleum Industries Committee, John L. 
Lenker is congratulated on his promotion to general manager of retail and jobber sales 
for Gulf Oil Corp., in Pittsburgh, Pa. by QO. W. Regestein, New York district manager 
for Socony-Vacuum, NYPIC chairman, as E. D. Cray, executive secretary, looks on 


Four Richfield Oil Corp. (Calif.) 
sales executives who made outstanding 
contributions to the company’s sales 
in 1953 received annual Vice Presi- 
dent’s Awards at a company general 
sales meeting. C. S. Burgner, southern 
division manager of retail sales; L. H. 
Bagby, southern division district man- 
ager; J. B. Duffy, southern division 
manager of lubrication sales, and A. 
C. Carr, southern division manager, 
all received awards. For the third 
straight year Carr won the vice presi- 
dent’s perpetual trophy. 

* 


Stanley E. Stretton, district manager 
for Standard Oil of California’s Seat- 
tle office has been elected president 
of the Seattle Chamber of Commerce. 
He assumes office Sept. 1. Stretton 
has lived in Seattle and has been a 
member of the chamber since 1938. 
He previously was a member of the 
Chambers of Commerce in El Paso, 
Texas and in Santa Barbara and Oak- 
land, Calif. 

° 

Arthur A. Davis of Davis-Howland 
Oil Co. and John H. Rae of J. H. Rae 
Oil Co., both of Rochester, N.Y., have 
been named to the inland waterways 
committee of the Rochester Chamber 
of Commerce. The committee will 
study effects on Rochester commerce 
of the St. Lawrence seaway. 

e 

Changes in assignments among Gen- 
eral Petroleum Corp. marketing per- 
sonnel in Los Angeles include these: 
D. C. Brees became administrative 
assistant to C. H. Wartman, marketing 


78 


department manager. P. R. Nilsson was 
appointed district sales manager of the 
West Los Angeles district. G. F. Weis- 
mann was named division marketing 
assistant, Southern California division. 
P. S. Adams became manager of indus- 
trial sales, and R. C. Wheeler was des- 
ignated chief industrial engineer. 
© 

Henry B. Peiffer has retired from 
Tide Water Associated after 35 years. 
Peiffer, who was assistant vice-presi- 
dent and automotive products market- 
ing assistant in the New York office, 
joined Tide Water in 1918 as a clerk. 
In succeeding years, he served as as- 
sistant to the divisional sales manager. 

He was appointed assistant vice 
president in 1937. 

. 

Six representatives from several 
branches of the petroleum and petro- 
chemical industries have been named 
to the transportation and communica- 
tion committee of the Chamber of 
Commerce of the United States. A. 
D. Carleton, traffic department man- 
ager for Standard Oil (Calif.), and 
L. E. Judd, public relations director 
for Goodyear Tire & Rubber, are 
both newcomers to the group. A. G. 
Anderson, general traffic manager for 
Socony-Vacuum Oil Co., Inc.; M. G. 
Gamble, president of the Esso Ship- 
ping Co.; D. G. Ward, director of 
transportation for the Mathieson 
Chemical Corp., and J. L. Burke, 
president of the Service Pipe Line Co., 
have served on the committee before. 
The group’s first meeting will be Sept. 
15-16 in Washington, D.C. 


M. Halpern, vice president in charge 
of refining, has been named a senior 
vice president of The Texas Company, 
a new executive post. In other Texaco 
promotions J. S. Worden, former gen- 
eral manager of refining, has been 
elected vice president in charge of re- 
fining, succeeding Halpern. F. H. 
Holmes, formerly assistant general 
manager of refining, has been elected 
vice president in charge of the research 
and technical department, also a new 
executive position. T. E. Buchanan, 
general manager of the marine depart- 
ment, has been elected a vice president. 

Halpern joined The Texas Com- 
pany in 1916 as an assistant civil en- 
gineer at the Bayonne, N.J., refining 
terminal. He held various supervisory 
posts at the company’s terminals until 
transferred to New York City in 
1930 as assistant manager of the re- 
fining department. He was made gen- 
eral manager of refining in 1938, a 
vice president in 1940 and a member 
of the board in 1946. 


Premier Oil & Refining Co. of Long- 
view, Tex., is holding its 12th annual 
golf tournament and barbecue Aug. 
20-22 at Longview. A large turnout of 
marketers and refiners from the mid- 
west and southwest is expected. 


Albert J. Kelly 
has been named 
general manager 
of Esso Standard’s 
purchasing de- 
partment. He re- 
places Joseph M. 
Sitler, who was 
a member of the 
board of direc- 
tors and former 
head of purchas- 
ing. Sitler is retir- 
ing Aug. 1, after 33 years with Esso. 
Kelly has been associated with the 
purchasing department since joining 
Esso in 1919. He has been general 
purchasing agent since 1948. 

Sitler joined Standard Oil of New 
Jersey as office manager of the pur- 
chasing department in 1921. In 1927, 
he was made assistant purchasing 
agent for the operating company, now 
known as Esso Standard, and in 1928, 
was named general purchasing agent 
for Humble Oil & Refining in Texas. 

He rejoined Esso in 1935 as as- 
sistant purchasing agent and was 
elected to the board of directors in 
1941. He was appointed director of 
purchasing in 1942. 

Following his retirement, Sitler will 
make his home at Westhampton 
Beach, Long Island, N. Y. 


A. J. Kelly 
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Becker Masten Villwock 


Stauffacher 


Farwig 

J. Gelder 
346 YEARS OF SERVICE to the public is represented by 10 
dealers of the Theisen-Clemens Co., St. Joseph, Mich. Attend- 
ing a special award dinner were E. L. Stauffacher, vice president, 
Cities Service Oil Co. (Theisen-Clemens’ major supplier) ; 
Joseph Gelder, dealer; G. C. Theisen, president, Theisen-Cle- 
mens; Bert Gelder, Joseph Swetay, William Becker, Joe Masten, 


DeCrocker 





Theisen 


Bittner Reck Koch 
B. Gelder 


McMullen 


Pumfrey 


Swetay 


dealers: Harold Villwock, dealer; B. J. Farwig, general sales 
manager, Cities Service Oil Co.; William DeCrocker, dealer, 
B. H. Bittner, secretary-treasurer, Theisen-Clemens; Charles 
Reck, Warren Koch, Ray Pumfrey, dealers; and P. J. McMullen, 
vice president in charge of sales, Theisen-Clemens 


Harold W. Johnson, Walla Walla, 
Wash., Shell dealer has been elected 
president of the Washington Gaso- 
line Dealers’ Assn., succeeding Ed 
Sweet, Spokane. He will assume his 
new duties in September. Johnson, 
who is president of the Walla Walla 
chapter and a member of the state ex- 
ecutive board, has been active in as- 
sociation affairs since 1950. 

Other officers elected were: Frank 
Homes, Yakima, Shell, vice president, 
succeeding Bob Brown, Seattle; Roger 
Stubbs, Seattle, Shell, secretary re- 
placing Seth Campbell, Seattle; and 
Jess Pulliam, Seattle, Texaco, re- 
elected treasurer. 

+ 


George L. Randall, formerly public 
relations manager of Richfield Oil 
Corp., has formed a public relations 
and advertising agency in Los Angeles 
with Elliott Roosevelt, son of the late 
president. The agency will be known 
as Randall & Roosevelt with Randall 
as president. 

* 

E. W. Smith, manager of Bryan- 
Smith Oil Co., Inc., of Fayetteville, 
N.C., says that company is using per- 
sonal solicitation to build up business. 
They are operating two super service 
stations and servicing several farm ac- 
counts. Smith has been named to the 
board of trustees of the Knights of 
Pythias. 

oo 

W. N. Finnegan has retired as ex- 
ecutive assistant of Humble Oil and 
Refining, Houston. 

Finnegan has been in the oil busi- 
ness for more than 30 years and had 


served as chairman of the public re- 
lations committee for Humble. 

Finnegan requested retirement after 
having been on a year’s leave of ab- 
sence for reasons of health. He plans 
to devote full time to business activ- 
ities of his own. 

so 

Michael C. Murphy, manager of 
Ohio Oil’s aviation department, has 
been presented the Honor Award of 
the Civil Aeronautics Administration. 

Murphy was cited for “his solid 
contribution to aviation.” The presen- 
tation was made by Frederick B. Lee, 
administrator of CAA. 

During World War II, Lt. Col. 


Taves 


Murphy headed the development of 
cargo glider operations and was seri- 
ously wounded while leading the 
glider invasion of Normandy. 

He has headed Ohio Oil's aviation 
department since 1946. 

e 

Dan Dugan, president of the Dan 
Dugan Oil Transport Co., has been 
appointed to a three-year term on the 
Business Advisory council of the 
school of business at the University of 
South Dakota. The council is com- 
posed of 15 South Dakota business- 
men who advise the school regarding 
its program of business studies and 
research. 


De Martini Ss d Lundberg 





RICHFIELD CONSERVATION exhibit is explained to A. L. Stannard and Dan 
Lundberg of the California Petroleum Distributors Assn. by Max Taves and William 
DeMartini of Richfield Oil Corp. (Calif). Stannard, CPDA chairman, is a consignee 
for Signal Oil Co. Lundberg is the organization's executive secretary. Taves is a 
petroleum engineer and DeMartini is a Richfield attorney. The CPDA voted at its annual 
meeting to back any industry-wide move to obtain oil conservation legislation 
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Kinney Burris 


NEWLY ELECTED OFFICERS of the Arkansas Petroleum Industries Committee 
are congratulated by the out-going chairman, R. H. Green, Green Oil Co., at the group’s 
annual meeting in July, at Little Rock. New Officers are Emile F. Illg, Jr., Arkansas 
division manager for Pan-Am Southern Corp., chairman; A. L. Burris district manager 
for Magnolia Petroleum Co., first vice president; Bruce Kinney, district manager for 
Esso Standard, second vice president; J. C. Park, executive secretary 


Bertram A. Warren and John W. 
Rush were named respectively assist- 
ant general manager and assistant to 
the general manager of Esso’s pur- 
chasing department. Warren has been 
in the purchasing department since 
shortly after he joined Esso 31 years 
ago, and has been assistant general 
purchasing agent since 1953. Rush 
was transferred to the purchasing de- 
partment from Esso’s Bayonne re- 
finery in 1923, and has been assistant 
to the general purchasing agent since 
1950. 


+ 

Walter A. Sloan, regional treasurer 
of Tide Water Associated Oil Co., 
San Francisco, Calif., has retired after 
52 years. Sloan started with Associated 
Oil Co., one of the predecessor com- 
panies of Tide Water Associated, as a 
clerk in the accounting department at 
Bakersfield, Calif. The first person to 
complete 50 years of service with 
Tide Water’s western division, he re- 
ceived a six-diamond company serv- 
ice emblem in February, 1952, 

. 


B. L. Heath of the Valvoline Oil 
Co., division of Ashland Oil and Re- 
fining Co. of Freedom, Pa., has been 
elected a director of the Pennsylvania 
Petroleum Research Corporation. He 
succeeds E. M. Craig of Valvoline 
who retired as a director. 

All officers of the research group, 
an affiliate of the Pennsylvania Grade 
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Crude Oil Assn., were re-elected. 
They are C. A. Chipman of Bolivar, 
N.Y., president; H. A. Logan of 
United Refining Co., Warren, Pa., 
vice president; Fayette B. Dow, of 
Washington, D.C., vice president and 
general counsel; Samuel Messer of 
Quaker State Oil Refining Corp., Oil 
City, Pa., treasurer, and W. C. Wen- 
zel of Oil City, secretary. 
* 

Hugh E. Dischinger, general super- 
intendent of Shell Oil’s products pipe 
line department, has succeeded Sydney 
S. Smith as manager of that depart- 
ment. Smith is retiring after 30 years 
with Shell. 

Dischinger, who joined Shell in 
1924, will be replaced by Vern K. 
Leonard. Leonard will assume his new 
duties Sept. 1. 

Smith has served as manager of 
the pipe line products department 
since 1940 and has twice been granted 
leaves of absence to serve on special 
assignments with the North Atlantic 
Treaty Organization. 

a 

Hollis J. McKnight, manager of the 
Southern States Bowling Green Pe- 
troleum Co., Bowling Green, Ky., says 
that firm has embarked on a program 
of long range merchandising. Recent 
personnel additions to the firm include 
Skelly Davis, district manager; and 
Ralph Ryan, promoted to manager 
trainee from farm serviceman. 


COMING MEETINGS 


AUGUST 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Seuth Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 

Secy. of Automotive Engineers, national West 
Coast meeting, Los Angeles, Calif., Aug. 
16-18, 


Oil Heat Institute of America, Inc., Distribu- 
tion Division, directors and executive board, 
Greenbrier Hotel, White Sulphur Springs, 
W. Va., Aug. 31-Sept. 2. 


SEPTEMBER 


North Carolina Oil Jobbers Assn., fall con- 
vention Grove Park Inn, Asheville, N.C., 
Sept. 5-7. 


Assn. of Desk & Derrick Clubs of No. America, 
3rd annual convention, Banff Springs Hotel, 
Banff, Alta., Canada, Sept. 7-9. 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


Interstate Oil Compact Commission, Fonte- 
nelle Hotel, Omaha, Neb., Sept. 9-11. 


Michigan Petroleum Assn., fall convention, 
Park Place Hotel, Traverse City, Mich., 
Sept. 10-11. 


California Petroleum Distributors Assn., fall 
meeting, San Diego, Calif., Sept. 11-12. 

Kentucky Petroleum Marketers Assn., fall out- 
ing and annual golf tourney, Kenlake Hotel, 
Kentucky Lake State Park, Sept. 15-16. 

National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 

American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 

Packaging Institute, petroleum packaging com- 
mittee, Philadelphia, Pa., Sept. 21-22. 

Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 

Pennsylvania Petroleum Assn., fal! convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 

Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 
Independent Oil Comp ders Assn., annual 
meeting, Hotel Sheraton, Chicago, [ll., Sept. 

27-28. 





OCTOBER 
Virginia Petroleum Jobbers Assn., Hotel Cham- 


berlin, Old Point Comfort, Va., Oct. 7. 

Virginia Oil Men’s Assn., Hotel Chamberlin, 
Old Point Comfort, Va., Oct. 8. 

Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, New 
York, Oct. 10-12. 

National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 

Oil Progress Week, Oct. 10-16. 

South Dakota Independent Oilmen’s Assn., Ho- 
tel Cataract, Sioux Falls, South Dakota, 
Oct. 12-13. 

Indiana Independent Petroleum Assn., Hotel 
Severin, Indianapolis, Indiana, Oct. 13-14. 
Petroleum Marketers Assn. of Texas, Hotel 
junter, San Antonio, Texas, Oct. 14-16. 
Secy. of Automotive Engineers, national trans- 
portation meeting, Boston, Mass., week of 

Oct. 18 : 

American Society of Lubrication Engineers, 
Lord Baltimore Hotel, Baltimore, Md., Oct. 
18-19. 

Texas Oil Jobbers Assn., Management Insti- 
tute, Driskill Hotel, Austin, Texas, Oct 
19-21. 

Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., Oct. 
20-21. 

Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Oklahoma, Oct. 25-26 

National Lubrication Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 

Socy. of Automotive Engineers, national diesel 
engine meeting, Statler Hotel, Cleveland, 
Ohio, Oct. 26-27. ; 

Texas Oil Jobbers Assn., Management Insti- 
tute, Caprock Hotel, Lubbock, Texas, Oct 
26-28. 


Georgia Independent Oilmen’s Assn., Radium 
Springs Hotel, Albany, Georgia, Oct. 28-29. 
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DOWN GOES CARBON CONTENT 
OF SUN No. 96 GOLDEN OIL! 


Improvements in refinery processes give this 
base blending stock lower carbon content 
than ever before without viscosity change 


Because of carbon build-up problems in today’s 
high compression engines, low carbon content in the 
base blending stock is more important than ever 
before. Sun No. 96 Golden, with less than 1/10 of 1° 
Conradson Carbon is the ideal heavv base stock for 
high-compression motor oil blends. For more infor- 
mation, call your Sun Representative or the Whole- 
sale Manager in any of the offices listed below. 



































1940 1950 


Conradson Carbon content of Sun No. 96 Golden Oil has decreased 
steadily since 1930. In that year it was 44 of 1°. Now it is less 
than 1/10 of 1%. Viscosity is unchanged at 80-90 at 210 F. 


bOSTON—HUbbard 2-7765 DALLAS—PRospect 1611 NEW YORK CITY—LExington 2-9200 
CHICAGO— Harrison 7-2562 DETROIT—WOodward 1-7240 PHILADELPHIA— KIngsley 6-1600 
CINCINNATI—GArfield 3930 JACKSONVILLE—Jacksonville 3-0941 PITTSBURGH—GRant 1-1645 
CLEVELAND—VUlcan 3-6100 MONTREAL—WIllbank 2131 TORONTO—GLadstone 3581 


SUN OIL COMPANY PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 





2000 G.P.M. 
10” 


1G6.P.M. 
1” 


Capacity Height 
G.P.M. ins. 





8-200 (above) | 400-2000 51% 
APM-2 (left) | 1-20 12% 


es, A. O. SMITH offers you the widest range— 
Through research < .a better way flow rates from 1 to 2000 G.P.M.; pressures to 
; 2000 P.S.I. Types and sizes for every step of petro- 


leum measurement from well to consumer. All are 
known for sustained accuracy, long life, depend- 
ability, lowest maintenance cost, ease of installation 


C ms es see and service. Most complete line of functional acces- 
sories, too. See nearest representative or write 
A. O. Smith Corporation, Meter Division, 5715 
SMITHway Street, Los Angeles 22, California. 


=» = + Se 2 > 2 . 2.3 2 2 


Factories : 5715 Smithway St., Los Angeles 22, Calif.; P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wis. 





iding Machines Pressure Vessels and ' Line Pipe end ~ Vertical 
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